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Mr. Spectator steps behind 
the counter to demonstrate that 
“Insurance Is Not Intangible” 


crRibhtevoe 





exth.. “ > ™“ 


Now—Put Your Premium Picture 
Together Days Earlier 


Now two new IBM methods are linked 
to the familiar economies of IBM stub 
accounting. Swiftly, accurately, auto- 
matically... payment data is trans- 
mitted to home offices . . . costly clerical 
routines are eliminated . . . mailing 
costs are lowered . . . days are cut from 
your premium data processing cycle. 


For more information on Data Trans- 
mission, call your local IBM represen- 
tative or write: LIFE INSURANCE 
DEPARTMENT A56, International 
Business Machines Corporation, 590 


Madison Ave., New York 22, N. Y. 





DATA 
PROCESSING 








TRANSCEIVER — DIRECT-BY-WIRE 


Newest transmission development 
... uses leased telephone or telegraph 
wires. As premiums are paid, stub 
cards are pulled from ‘“‘due and un- 
collected”’ files and fed to Trans- 
ceiver at branch or regional offices, 
Exact duplicates are reproduced at 
home office-—ready for immediate 
processing. 


CARDATYPE — PUNCHED PAPER TAPE 


CARDATYPE translates remittance 
data to punched paper tape which is 
air-mailed to home office for process- 
ing. Simultaneously, CARDATYPE 
types and proves premium deposit 
lists and other branch office records. 
Irregular payments can be posted 
manually in sequence. 


DATA PROCESSING « ELECTRIC TYPEWRITERS + TIME EQUIPMENT « MILITARY PRODUCTS 

















~- LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1955 


ASSETS LiABILITICS 
Cash —_ $ 5,406,999.79 Reserve for Lo $ 16,710.827.16 
Mortgage Loans on Real Estate 946,030 04 Reserve for Loss Expenses 1,621,400. 00 
*Bonds and Stocks 162,401 031.61 Reserve for Unearned Premiums 52,622,853.30 
Interest due and accrued 236,182.94 Reserve for Taxes and Expenses 3,290,258.00 


Agents and Departmental Funds held under Reinsurance 
Balances 3,803,131 44 Treaties 5,645,871 38 


Real Estate 3,086,000 00 All other Liabilities. 1,261,162.18 
Equity in Marine and Foreign 


Insurance Pools 9,721, 363.59 13,000,000.00 

All other Assets 1,365,827 61 Net Surplus 14,175.00 

Total admitted Assets $1 86,966,567.02 Tetel $186,966.567.02 
SURPLUS TO POLICYHOLDERS $103,614,175.00 


Securities carried at $3,8086,805.91 in the above statement are deposited as required by law 


GIRARD INSURANCE COMPANY NATIONAL-BEN FRANKLIN INSURANCE 
OF PHILADELPHIA, PA. COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1955 DECEMBER 31, 1955 
ASSETS LIABILITIES ASSETS LiABILITIOS 
Cash —_— a $ 534,201.96 Reserve for Losses. $ 1,954,862 54 ‘ $ 
Mortgage Loons on Real E e 1,283.32 Reserve for Loss Expenses 169,400 00 
“Bonds and Stocks 14,240,435 20 Reserve for Unearned Premiums 5,864,044 20 


65) 570 55 Reserve for Losses S 1,954 862 54 
13,320,277 37 Reserve for Loss Expenses 169,400 00 
end accrued PA AL el | Reserve for Unearned Premiums 5.497 910 04 


Interest due and accrued 46,379.76 Reserve for Taxes ond Expenses 382,318.00 jel Mclcniitaatel Reserve for Taxes and Expenses 387,416 00 


Agents and Deportmental All other Liabili 17,574.18 < ‘ 1,749,124 28 
Bolances 178,165.49 


Reol Estote 150,000 00 Capital 1,000,000.00 
All other Assets 262,765 55 Net Surplus 6,025,032.36 


All other Liabilities 17 574.18 
66,000 00 1 2,000 000.00 
other Assets 132,564 55 Net Surplus 6,130,306.17 


cane Total admitted Assets $16,157,470.93 Tetal $16,157,470.93 
Total admitted assets $15,413,231.28 Tetal $15,415,231.26 


SURPLUS TO POLICYHOLDERS $7,025,032.36 SURPLUS TO POLICYHOLDERS $8,130,306.17 


Securities carried ot $795,543.41 in the above statement are deposited as required by low Securities carried ot $1,956,902 96 in the above statement are deposited as required by law 


MILWAUKEE INSURANCE COMPANY ROYAL GENERAL INSURANCE COMPANY 
OF MILWAUKEE, WIS. OF CANADA 


DECEMBER 31, 1955 
ASSETS LIABILITIES 
Cash $ 1,089,155.22 Reserve for Losses $ 5,306,055 46 ASSETS LIABHLITIOS 
Mortgage Loons on Real Estate 332,501 95 Reserve for Loss Expenses 459 800 00 
Bonds and Stocks 38,550,037 75 Reserve for Unearned s 14,922 698 69 
Interest due and accrued 99,954.84 Reserve for Toxes and Expenses 1,252,806 00 


DECEMBER 31, 1955 


Cosh $ 399.031 74 Reserve for Taxes and Expenses S 3.98086 
Bonds and Stocks 404,536 14 Capitel 100 600 00 
interest Due and Accrued 2.94521 Net Surplus 353,917.08 


' othe ab ! 
Agents ond Departmental All other Liabilities 59,161.50 Agents and Departmente lonees 11,98485 


Balances 2,885,992 37 Cepitet 3,000,000.00 
All other Assets 410,264.17 Net Surplus 16,367, 184.65 Total admitted Assets $457,897.94 Total $457,897.94 
Tetal admitted Assets $43,367,906.30 Total $43,367,906.30 
SURPLUS TO POLICYHOLDERS $21,367,184.65 SURPLUS TO POLICYHOLDERS $453,917.06 


Securities corried ot $2,955,430 82 in the above statement ore deposited as required by low Securities corried et $55,720 22 in the ahove statement are deposited os required by law 


THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 


DECEMBER 31, 1955 DECEMBER 31, 1955 
ASSETS LIABILITIES ASSETS LiABILITIGS 
Cash $ 2,050,054 59 Reserve for Losses $19,529,061 00 $ 1,902,307 91 Reserve for Losses $24,001.92) 00 
Mortgage Loons on Real Estate 13,788.26 Reserve for Loss Expenses 2,247,095 00 af ans on Real Estate 432.972 Reserve for Loss Expenses 2,664,267 00 
*Bonds and Stocks 48 966,786 82 Reserve for Uneorned Premiums 13,846,779 68 “Bonds and Sto 3.149.016 Reserve for Uneorned Premiums 16.372,985 52 
Interest due and accrued 167,466 15 Reserve for Taxes and Expenses 1,647,113 89 due and ax 175,08) Reserve for Taxes and Expenses 1,656,825.00 


Agents and Departmental Funds held under Reinsurance ‘ ‘ o Funds held under reinsurance 
Balances 3,509,949 53 Treaties 197,366 55 one 1.718.871 79 Treaties 663.218 89 
Equity in Marine end Foreign All other Lieb es 167,463 00 . , ’ a ther Let 119 85497 
Insurance Pools 150,789 49 Capital 3,000,000.00 « © 156,973 Capital 3.000 000 00 
All other Assets 231,563 29 Net Surpivs 14,455,519.01 | other Assets 276,839 35 Met Surplus 16,332,993.06 
Total admitted Assets $55,090,396.13 Tetal $55,090,398.13 Total admitted Assets $64,812,064.44 Tetal 964,812,064 44 
SURPLUS TO POLICYHOLDERS $17,455,519.01 SURPLUS TO POLICYHOLDERS $19,332,993.06 


Securities carried at $4,426,379 84 in the above statement ore deposited os required by low Securities carried ot $1,691,171 13 in the above statement ore deposited os required by law 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


Western Department H °o ME °o FF i c E : Pacific Department 
120 Se. LaSalle St., Chicago 3, Iilinols 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Bush &., San Francisee 6, Calif 


Foreign Department Canedian Departments 
102 Maiden Lane, New York 5. Mew York 800 Bey %., Terente 2, Ontarie 
206 Sansome S., San Francisco 4, Calif 535 Homer W . Vancouver 3, &. 


Southwestern Depertment 
912 Commerce St, Dolles 22, Texos 
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of New York Life policies ! 


Hard-working 
Advertisements 


like this one are being 
seen by millions in Life, 
Look, Newsweek, Time 
and other leading 
publications. They help 
stimulate even greater 
demand for New York 


Life policies. 
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Action- 


If you want sales 
action—fast—then read _ this 
proven method of raising 
profits. 

Millers National Insurance 
Company and Illinois Fire In- 
surance Company want you 
to know about its new Com- 
prehensive Dwelling Policy, a 
quick moving contract that 
is economical and flexible — 
suited to every client’s needs. 

You'll want to know more 
about this outstanding policy 
and you'll want your name 
on our mailing lists to re- 
ceive timely information of 
importance to you and your 
business. All it takes is a post 
card or phone call, 


MILLERS NATIONAL 
INSURANCE COMPANY 


ILLINOIS FIRE 
INSURANCE COMPANY 


Home Office, Chicago 6 


These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


Edmund P. Tobin, president of 
Union Labor Life, has been 
designated chief executive offi- 
cer of the firm to succeed Mat- 
thew Woll, deceased. 

Otto C, 


named president of the Aid 


Rentner was recently 


Association for Lutherans to 
succeed LeRoy G. Stohlman, de 
ceased. Mr. Rentner was for 
merly first vice president and 
general counsel. 

. Wythe Walker has been elected 
president of Union Life, Little 
Rock, Arkansas, to succeed his 
father, Elmo Walker, deceased. 
A member of the board of direc 
tors, Mr. Walker was formerly 
executive vice president. 

Creighton P. Cunningham has 
been elected president and John 
Ahlers treasurer of the Insur 
ance Company of the State of 
Pennsylvania. Mr. Cunningham 
was recently named American 
Home Assurance president. 

Rufus D. Hayes has replaced Wade 
QO. Martin as Commissioner of 
Insurance in Louisiana. Mr 
Hayes is an attorney and chair 
man of the State Democratic 
Central Committee. 

Russell O. Hooker will become 
president, actuary and a direc 
tor of Insurance City Life on 
Oct. 1. He will leave his present 
post as actuary and director of 
examinations in the Connecticut 
Insurance Department at that 
time. 

Walter E. Winebrenner, assistant 
to the president of C. V. Starr 
and Company, has been named 
chairman of the board of Amer- 
ican International Underwriters 
GmbH, Frankfurt, Germany. 


John R. Cooney (above) has retired as 
president of Loyalty Group after 42 
years of service, 22 as president. William 
B. Rearden, formerly executive vice pres 
ident, succeeds him 


T. L. Osborn, Jr., has been pro 
moted from vice president to 
executive vice president of 
American Manufacturers Mu- 
tual and named resident vice 
president of Lumbermens Mu 
tual Casualty and American 
Motorists Insurance. Walter T. 
Tower, vice president, was elect- 
ed executive vice president of 
Federal Mutual Insurance. Mark 
Kemper, financial vice president 
of Lumbermens and American 
Motorists, was elected financial 
vice president of American Man 
ufacturers. All companies are in 
Kemper Group 

Powell E. Smith, vice president in 
charge of administration, has 
been elected executive vice pres- 
ident of Occidental Life of Cali 
fornia. 

Joe D. Morse, chairman of the 

Continued on page 6 


THE SPECTATOR 





brin g 
your 
life 


business 


GUARANTEED 
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mortgage life 


contracts from The Travelers 


Your sales picture will look a lot brighter when you To help make the selling job easier, The Travelers has 
approach homeowners with The Travelers Mortgage available a wide selection of sales aids and promotional 
redemption plans. Homeowners like Travelers guaran materials. And The Travelers advertisements in leading 
teed cost contracts for they can budget the premiums, national magazines are designed to help you sell 
knowing beforehand, the exact cost Travelers Mortgage See your Travelers Life Manager or General Agent for full 
plans are also flexible to fit individual family require information on Travelers Mortgage Life insurance. He's 


ments. as near as your telephone 


The Good T. hings in Life are Guaranteed 
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J These Names Make News 


Continued from page 4 














board and founder of Home 
State Life, Oklahoma City, Okla- 
homa, died on June 23. He 
was 79. 

Leland F. Lyons, CLU, and An- 


is TER IS HARD T =m boon elected vie presidente In 
been elected vice presidents in 

| | eee | the agency department of New 
| | York Life. Mr. Lyons was field 

Here are iJ annual premiums* at 3 ages for vice president of the Greater 


New York division and Mr 


$ 1 0 ' 0 0 8) D E C R E A S | N G T E rR M Thomson, second vice president. 
with Disability Waiver 




















Emil E. Brill has been 
; , : elected senior vice 
on Security-Connecticut Life’s five flexible plans: president of General 


American Life. For- 





issued at Age 25 Age 30 Age 35 sa —— 
for period of by will serve in advisory 
10 Years $34.60 $39.10 $48.80 capacity to the 
15 Years 34.70 39.40 49.40 president. 
20 Years 35.00 39.90 51.80 
25 Years 35.60 41.00 56.40 J. C. Beall, director of invest- 


30 Years 36.70 43.00 65.00 ments for Nationwide, has been 
named vice president-invest- 


“Premiums payable for 2 years less than policy term. ments. Also appointed vice pres- 
idents are Dean W. Jeffers, 
central zone manager, vice pres- 
ident-zone manager; Donald E. 
Johnson, director of underwrit- 


Each plan may be written as early as age No other life coverage is 
15, to carry as late as age 70, with full more flexible and economi- 
right to convert any remainder during pre cal for mortgage purposes, 
mium paying period prior to age 60, with or for any family or busi- 
out evidence of insurability. This includes ness obligation of a steadily ing, vice president-underwrit- 
conversion of the Disability Premium diminishing nature. ing; Herman W. Reeder, head 
Waiver, which is on a 4 month retroactive of claims office, vice president- 


—_ claims, and Dr. Robert A. 
Rennie, director of public rela- 


Of course, the proof of the pudding is in the eating. So let’s compare it . : ; 
tions, vice president-research. 


with a standard Level Term plan. At age 35 for example (where most 
non-par premiums range from $70 to $80 for a $10,000-—-10 year Level 
Term plan) an annual premium of $76.14 will buy $13,500 of our 25 “a. ae 
Year Decreasing Term. At the end of 5 years, there will be $12,420 of Puteheen has-been 
our coverage remaining—and even at the end of 10 years, our insured elected board chair- 


will still have $10,395 of protection. It simply means two things to the man of National 
Life of Canada. He 


l r flexibil To the ¢ > broke h; ‘ is also board chair- 
plus greater flexibility o the agent or broker, too, it happens to mean tg + pico 


higher commissions—and not solely because of its greater longevity! Corp. and director 
Perhaps you should inquire about this unbeatable Term—and our “ex- of Montreal Trust. 


Security-Connecticut Life insured: more coverage for the premium dollar, 


clusives"—right now? 


LeRoy G. Stohlman, president of 
SECURITY-CONNECTICUT the Aid Association for Luther- 


ans, Appleton, Wisconsin, died 


LI FE INSURANCE COMPANY on July 3 at his home in Apple- 


ton. He was 50. 
ew Naren, Soweerrene Arthur Oakes was recently elected 
PETER J. BERRY 


President vice president of Allstate Insur- 
ance. He heads the company’s 





G. ALBERT LAWTON, C.L.U. , . 
Executive Vice President eastern zone territory, consist- 


ing of New York state and the 
New England states. 





J. PARENT COMPANY FOUNDED 1841 
5 a a Continued on page 8 
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Joining in Operation Home Improvement? Call on “The Man With The Plan” in your community for advice on insurance to cover your increased valuation 


He goes to bat for you 


Everybody knows that winning World Series teams are 
composed of seasoned professionals, each man a stat 
in his own position. Many of us, in our everyday affairs, 
try to be the whole team and do all the slugging our- 
selves. Nine times out of ten we don’t get to first base. 

If you think about it, that’s poor strategy when you 
could oftentimes call on people, better qualified in thei 
particular field, to hit for you. Like,for instance, your 
local Employers’ Group Insurance Agent. 

Here’s an experienc ed professional w ho’s able to step 
up to “home” plate and give you expert coaching 


concerning your particular insurance needs. He is set 


up to relieve you of all the details that go with keeping 
your insurance affairs in order at all times. He watches 
premium and rene wal dates, advises you when changes 
in coverage might be made to your advantage, helps 
process claims, etc. ... he’s a valuable all round 
performer! 

This man runs his own independent business in your 
community. Your interests and personal service are his 
first and last concern. Look up this good neighbor now 
Write to 
110 Milk Street, Boston, Massachusetts and learn the 


Che Employers’ Group Insurance Companies 


name of “The Man With The Plan” in your community 


rue Employers Group 7%/Mee 


INSURANCE 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS LIABILITY ASSURANCE CORP LTO 


and Surety Bonds 


THE EMPLOYERS FIRE INSURANCE 


COMPANIES 


Fire, Casualty and Marine Insurance, Fidelity 


tthe the 


AMER AM EMPLOYERS nS co THE MALIFPAR (MSL 


This advertisement appears as a full page in The Saturday Evening Post, September 29 
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These Names Make News 


Continued from page 6 





Robert L. Maxwell has been elect- 
ed a vice president of Home 
Insurance. He advances from 
assistant vice president. 


Earl T. DeMoe, president of Bene- 
fit Association of Railway Em- 
ployees, Chicago, IIl., died re- 
cently at Chicago. He was 58. 


Charles H. Kiefer, former man- 
ager of agencies for Mutual 
Trust Life, has been elected a 
vice president. 


Back almost a week now from my visit to : Winburne M. Paris 
; was recently elected 
Philadelphia and "hostessing" at the formal e vice president of 
fa General American 
opening of the new PLM Building. Of course a - Life. Previously he 
‘ was divisional Group 
Mr. L-—poor man!-——says I'm not back yet. I a: manager for Can- 
he ada of Metropoli- 
gues I do still have stars in my eyes. My! ees tan Life 


what a home office! And what color! Color 
Sally K. Church has joined Life 


wherever you look, wherever you turn-—38 ; : 
Insurance Association of Amer 


different shades and tones. So stimulating to de ica as a health insurance statis- 
tician. Miss Church was for 
work and yet so-——-so restful, too. One of the ; $ 1 9 
merly statistician and adminis 
PLM girls writes me she just never feels the : trative assistant with the New 
; York Feder: serve Bz 

least little bit tired any more at 5 o'clock. rk Federal Reserve Bank. 
. C. Tatum has been elected vice- 
And busine machine I must say PLM has ; F : 
president and actuary of Jeffer- 
the most modern set-up you've ever, ever ‘ son Standard Life. He moves up 
from second vice president and 


It ha everything. P 
associate actuary. 


Arthur M. Cannon 
has been elected 
vice president and 
treasurer of Stand 
ard Insurance. He 
r finance at Univer 
sity of Washington 





MR. LOCAL AGENT 

And here we are established and feeling at home in our H. B. Collamore has retired as 
new Home Offices. Already the gears are grinding smoothly chairman of the board of direc 
“business as usual” is the order tors of National Fire of Hart 
ford. He has been with the firm 


and, the ceremonies over, 
of the day. More correctly, let me say “business as un- 
usual.” For we are now prepared to serve you and your since 1912. He will continue as 
a director of companies in the 


National of Hartford Group. 


clients as never before in all our 62 years. Why not write 

us about a representation, O1 drop in and see us in our 

new quarters Alfred T. Chisholm, assistant 

\ manager of Pearl-American’s 

y . | + - ] | > ne Pacific Coast department, has 

I eCnnsy Vanla 4um vermens succeeded Vincent L. Gallagher, 

’ ce ’ . . 

/ . ws 2 ‘ retiring, as U. S. Manager of 

Mutual Insurance Company \ 3°. i eo i, le 
: cane arch Insurance of Ohio. 

Writing FIRE and ALLIED LINES “‘in the Birthplace of American Mutual Insurance’ Continued on page 63 
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‘ 7 
Third Building Program IN ef AT SPY 
in 16 years needed for 


Mutual of Omaha Expansion 








Se ra ee 


er ee a a a | 


Fe 





Karly in 1956 ground was broken for a 13-story addi Benefits paid to policyholders and their beneficiaries in 
tion to the present Home Ofhee Building of Mutual 1955 were more than 91 million dollars. Total benefit 
of Omaha. This started the third building program in paid by Mutual of Omaha over the years passed the 
16 years. Each time it was thought the new building 700 million dollar mark in February, 1956, and are 
would be adequate for all needs for a long time to continuing at an average of more than 7 million dol 
come . but Mutual of Omaha grew faster than the lars a month 
builders could foresee Mutual of Omaha is licensed to do busine in all 
Years ago Mutual of Omaha took the lead as the Ma late District of Columbia (Canada \luska 
largest exclusive health and accident company in the Hawaii, Puerto Rieo, Virgin Islands, and the Canal 
world. It has maintained its lead, and increased it Zon 
Last year (1955) in individual business, Mutual of It ha more than 9,000 representative and = more 
Omaha led the nearest other company by more than than 300 local ofhees 
46 million dollars for the year There are unusually fine opportunitic in thi 
Mutual of Omaha’s premium income for 1955 wa healthy, rapidly growing organization for qualified men 
an all-time high, more than 156 million dollars an If you are interested, mail the coupon below for 


increase of 150% over 1954 full information 














irtsnninshain eerste cinnianeeiaieaiinaneiiaabimaae 
' ' MAIL THIS TODAY 
; P.O 
L e ul luda - Mr. Howard Dewey, 
' Vice President in Charge of Sale 
' Mutual of Omaha 
; Farnam at tid Street 
OF OMAH . rl Omaha, Nebraska 
2 i 
am interested in full informatior 
‘ } @ MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION ; oa 
HOME OFFICE: OMAHA, NEBRASKA 
CANADIAN HEAD OFFICE: TORONTO ! smicaumen 
V. J. Skutt, President i TOWN & STATE 
' TELEPHONE 
' 
For Further Information Circle 52 on Card at Page 48 
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Select and consult 
an independent 


insurance agent 


or broker as you 


would your 


doctor or lawyer 


\J S t &G CASUALTY FIRE. MARINE INSURANCE 
adallb : FIDELITY -SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity Insurance Co. of Canada, Toronto 
Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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ASK YOURSELF THIS QUESTION: 


“Why Am I Passing Up The Big Money Field?” 


There’s an unprecedented ‘gold rush’ going on 
in the health and accident field. And it’s boom. 
ing and growing year after year. 


If you’re not among the agents and agency own- 
ers who are getting the big money being earned 
—now is the time to do something about it. 


The Combined Group of Companies offer you 
an outstanding program that’s geared to produce 
profitable volume business for you — right off 
the bat! The Combined program gives you more 
to sell... better ways to sell ...a combination of 
accident, health, and hospitalization plans you'll 


be proud to sell! 


So why continue to pass up the big money? Find 
out how Combined, the ‘world’s second largest 
exclusive accident and health stock company’ 
can help you to real success. Mail the coupon 


Septemb r 1956 


now for the Combined story. We'll include with 
our reply the latest issue of our digest-size 
publication, “Success Unlimited”. 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American Insur- 
ance Co., Dallas; Hearthstone Insurance Co. of 
Massachusetts, Boston; First National Casualty 


ay 


Fe ES I ee — 


! Combined Insurance Co. of America a 


Co., Wisconsin. 


Dept. |. 5316 Sheridan Road, Chicago 40, Illinois 


| Gentlemen: Please rush me details on what the Combined 


| Name Occupation 


l Address 


1 
| 
| 
| 
| 
| Program can do for me. j 
| 
| 
| 
| 
| 


! 
i City State 


Gee eee cee oe a oe oe es eo ew ew ew ewawananan as en ananat 
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Man with a Futww 





THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


A Mutual Company 


a 
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Extra Value 





makes the 


difference 


in insurance | 








oraraase filed @ to a Taal | 
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“Unforeseen events... need not change and shape the course of man’s affairs”’ 





Just a house of cards 


One jolt sends it tumbling. And just one jolt could shatter your financial security. 
It could be any one of countless unforeseen events: a disabling accident .. . 
an auto crash... a damage suit ...a dishonest employee. 
To protect your home, your business, your possessions, you need the 
personal service of your local insurance agent or broker. 
Your Maryland representative knows how to protect you with the 
right kinds and the right amounts of insurance at the right time, 


and that means before a loss or claim against you occurs. And, should 





trouble strike, he’s right beside you, your personal agent, ready and able to take 





your trouble and make it Ais business. And because he knows his business, it’s good 


business for you to know him. |t pays in security and peace of mind. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety Bonds, 


and Fire and Marine Insurance are available through 10,000 agents and brokers 





Another striking advertisement to help build more business for the local agent or broke 


lramatizing the importance of his knowledge and judgment 
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THE C.L.U. DESIGNATION 


An Important Step to 


Greater Income, Markets, Prestige 


Just what is a C.L.U. — Chartered Life Underwriter? He is a man who has had pre- 
scribed life insurance selling experience and has passed examinations in the fields of life 
insurance fundamentals, general education, law, trusts and taxes, and finance. In short 
— C.L.U. is an important, professional designation and for many years Atna Life has 
considered participation in the C.L.U. program as one of the most important steps in a 
successful sales career. 

C.L.U. participation isdemanding. It means many hours of concentrated effort over 
along period of time. Experience shows that a salesman’s earnings are greater both 
during preparation and after the designation has been awarded. C.L.U.’s are equipped 
to solicit business in expanding markets. And C.L.U.’s enjoy increased prestige in 
their business and in their communities. 





Every year more and more Atna Life 


e entati ' ight + 
scone dhs Gite oy _ He her The suggested material for Chartered Life Un- 


derwriter study includes books which are 
standard texts in many colleges and vuni- 
versities throughout the US.A. In preparing 
for C.L.U. exams, salesmen become well 
grounded in law, government, economics, 
sociology, finance as they are pertinent 
to the job of life insurance selling. The 
Rina Home Office Library lends these books 
for study without charge 


designation are recognized among 
prospects and clients as a sign of 
professional knowledge and ability 


In addition to loaning books for CL.U. study, Aitna Life, offers financial assistance C.L.U. stands for knowledge, professional competence, and prestige. Alina Life 

Help is given in paying examination fees as well as a portion of travel and living subscribes wholeheartedly to the C.1.U. program and the CL.U. pledge 

expenses for men who quulify to attend the yearly two-week C.L.U. Institute “in all my relations with clients, | agree to observe the following rule of profes 
sional conduct: | shall, in the light of all the circumstances surrounding my client, 
which | shall make every effortto ascertain and understand, give him that service 
which, had | been in the same circumstances, | would have applied to myself 


AETNA LIFE 


INSURANCE COMPANY uHarttord, Connecticut 
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Shaping a Career in a Single Year 


L. W. E. Laudel A. Y. Chang 
$883,648 $778,260 


Wir Top Ten Nr 
First Year Men 


| show the earning power 
ai 


‘ ‘ 4 | 
W. A. Barbareck LIV V. R. Workman 
$572,573 $505,434 


L. F. King R. E. Shankland 
$481,282 AS. $472,291 


S. A. Brown W. S. Marshall 
$438,475 $435,533 


The first year ordinary sales of these men show that the Lifetime Security Franchise is geared for 


immediate results in sales and commissions. 


And these men are just starting to realize the many benefits from LSF. A three-year training pro- 
gram of four courses (from induction to advanced underwriting) plus company-subsidized outside 
study including CLU training, all equip agents for continuous productive selling ... offer success- 


ful lifetime careers climaxed by liberal non-contributory retirement. 


General American Life 
Insurance Company 


SAINT LOUIS 
A MUTUAL LEGAL RESERVE COMPANY 
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Scene from The American Insurance Co. Animated Slide Film “A Walk Down Main Street” 


@ Your prospecting friend, Harry Hazard, has a 


packful of sales tools to help you discover a whole 


mine of increased profits-—-on A Walk Down Main 
Street. 

These tools point the way to successful account 
selling, for business and personal lines, based on 
the tested and proved American Protection Plans. 
With these plans, American producers demon- 
strate effectively to their clients and prospects the 


economy of sound insurance protection. 


Return the coupon below for your copy of the new 


THE AMERICAN INSURANCE CO. * BANKERS INDEMNITY INSURANCE CO. 


September 1956 


kit ‘“‘How To Profit By A Walk Down Main 
Street.” It will show you how to increase your 
premium volume, taking advantage of the latest 


‘ di ate 
*packages” of insurance protection. 


“A WALK DOWN 
MAIN STREET” 


The American's newest 
selling film is being 
shown throughout the 
United States and 
Canada. Ask your 
American fieldman about 
a showing in your area 


THE AMERICAN INSURANCE CO 


15 Washington St., Newark 1,N. J Sales and Adv. Dept. G-9 


Please send me my free copy of “How To Profit By A Walk 
Down Main Street 


Name 
Company 
Address 


Zone State 











The Aetna Fieldman 
Ils a Good Man to Know 


The Actna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen long have worked in close cooperation with agents and brokers. 

Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen— which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 

The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 

















Meet E. C. Hill—State Agent, Louisville, Kentucky. 
Emerson prides himself on being a good handyman, and 


Meet R. A. Wieber—Wayne County Manager, Detroit, 
Mich. Bob enjoys meeting people, and his warm personality 


has made him a valued friend and business adviser to 
scores of insurance agents in the Detroit area. His principal 
hobbies are photography and the use of a private pilot’s 
license, though his interests also include golf, hunting and 
active membership in the Elks. During World War II Bob 
spent three years in the Navy, seeing action in the North 
Atlantic in anti-submarine warfare. He has been with the 
Actna for 29 years and was appointed Wayne County 
Manager in 1948 


loves to show friends the brick patio he built at his home. 
His building instinct applies with equal force to the insur- 
ance business, and he gets a deep satisfaction out of helping 
agents solve tough problems. He is a past President of the 
Kentucky Field Club and State Fire Prevention Association 
and currently is President of the Kentucky Casualty Mana- 
gers Association. Emerson ts an ardent fisherman, collector 
and refinisher of antiques, and most ardent of all over his 
three fine grandchildren, 


ETNA INSURANCE GROUP 


THE WORLD FIRE AND MARINE INSURANCE CO 


AETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY 
HARTPORD, CONNECTICUT 


COMPANY ° STANDARD INSURANCE CO. OF N., Y 


nton £L. Allen. President 


THE SPECTATOR 








The 





URING the past several years you, our read- 
D ers, have been kind enough to comment 
most favorably on the improved appearance of 
our publication. Our editorial staff continually 
strives to bring you the finest editorial content 
and to present this material in an attractive 
easy-to-read format. 

I do not, however, believe that we should take 
full credit for all the improvements in our ap- 
pearance. Our advertisers deserve considerable 
credit. As you read the pages of this current 
issue, notice the attractive layouts and hard 
hitting copy that are now so prevalent on out 
advertising pages. Insurance business paper ad- 
vertisements are keeping pace with the improve 
ments in editorial styling and appearance. 

The insurance company advertising staffs can 
be very proud of their achievements. It takes 
but a moment to compare the advertising page 
of today with those of ten years ago. You will 


note that the “tomb stone look” is all but gone. 


Today the advertisements in the insurance busi 
ness press do a real selling job 

I am sure that you readers recognize that ad 
vertising, whether it be for consumer publica 
tions or for the business press, requires consid 


erable thought and planning. Campaigns mu 
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UBLISHER'’S 
COMMENTS 


Christmas in August—New Year in September 


have continuity and adequate money must be 
budgeted. 

Recently while reading a business paper in 
another field I was greatly impressed with a 
“Christmas in August” feature. Here as I 
turned page after page I found many four color 
ads featuring merchandise that will be avail- 
able for Christmas 1956. A true example of 
advanced planning, advertising, and merchan- 
dising. 

We too on THE SPECTATOR have moved rapidly 
along with our planning for 1957. You will be 
pleased with the new techniques and ideas which 
we will present during the coming year. Watch 
for big things from THE SPECTATOR. 

“New Year in September” should be the slogan 
for all of our readers. Without exception, each of 
you is required by your position to plan. Don't 
put it off, do it now. Stay one step ahead of your 
competition by planning early and anticipating 
his next move. 

I can assure you that THE SPECTATOR’S editorial 
taff and our advertisers with their informative 
messages will keep you fully advised on the latest 
developments in our industry. Keep reading your 
insurance business publications; they will serve 


you well 


THOMAS J. CASPER 
Publisher 








spectator’s daily reports 


selected news items from industry and business of importance 





Washington Headlines by Ray Stroupe 


Thousands of five-year term G. I. insurance policies which 
lapsed for nonpayment of premiums after July 23, 1953, may be 
reinstated shortly. Reinstatement is allowed by Public Law 881, 
84th Congress. Veterans Administration is checking its records 
to find exactly how many policies are involved. 


Congress failed to vote on legislation to prevent further abuse 
of union health and welfare funds. One proposed plan would 
have required annual financial reports on any fund covering at 
least 100 persons. Further efforts to improve controls over use of 
the funds may be made in Congress next year. 


Congress declined this year to pass an anti-merger measure that 
would have been a hindrance to many insurance firms. It called 
for investing companies, even those with no merger plans, to 
notify the government and wait 90 days before buying preferred 
stock, corporate bonds, or mortgages in bulk. 


President Eisenhower has signed into law the Federal Flood 
Insurance Act which authorizes a $5 billion fund for flood insur- 
ance, plus an additional $2.5 billion for long-term, low-interest 
loans to flood victims. The President suggests that the new fed- 
eral flood program should provide the basis for private insurers 


to absorb flood coverage “in the shortest possible time.” Housing 
sd Home Finance Agency, charged with making the law work, 


is asking the cooperation of private carriers. 


Air safety made a big stride forward, when the Congress voted 
to appropriate $54 million to buy air-traflic control and naviga- 
tion equipment to improve the safety of all kinds of flight opera- 
tions. High number of air accidents this vear, resulting in 
numerous fatalities as well as in property loss, prompted Con- 
gress to vote the $54 million in the hope of reducing the hazards 
of air travel. 


Crop insurance for 14 dustbowl counties in three Western 
states is being withdrawn by the government. Coverage for them 
gets the blame for a $13-million deficit in the Federal Crop In 
surance Corp. program. Counties in other areas where risks ap 


pear lower will be substituted 


Federal taxation of life insurance companies’ 1956 income is 
to be calculated from the same formula used to figure the 1955 
tax. The American Life Convention, the Life Insurance Associa- 
tion of America, and the Life Insurers Conference all endorsed 


the measure. 


20 


July 25—VFifty-five—repeat 55 

persons die every day from 
accidental falls, reports the Na- 
tional Safety Council. 

Setting September 1 as the start 
of a one-year nationwide cam- 
paign against falls wherever they 
may occur, the Council reported 
that 19,800 persons were killed by 
falls last year and 450,000 more 
workers in industry alone were 
injured. 

Council President Ned Dear- 
born said, “Our goal in this cam- 
paign—and I know it is an am- 
bitious one—is a 50 per cent re- 
duction in injuries and deaths due 
to falls.” 


July 26—Life insurance at mid- 

year showed purchases of 
$25.1 billion in 1956’s first six 
months. This brought life insur 
ance in force, reports the Insti 
tute of Life Insurance, to more 
than $393 billion. 

Assets for more than 1,000 life 
companies were estimated to be 
$93 billion on June 30. 

Benefits were paid out at an es 
timated rate of $16 million each 
day during the first half of 1956 
for a total of $2.92 billion. 

Looking ahead, the Institute es 
timated 1956 purchases of life in- 
surance may exceed $50 billion 
with over $400 billion in force 
before the end of September 


July 30—President Eisenhower's 

signature on the new Social 
Security law opens the door of 
coverage to about 800,000 women 
and 250,000 disabled workers each 
vear. Women, starting in Novem- 
ber, can begin drawing benefits 


at age 62 instead of 65 
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for insurance men 





Payroll 


Jan. 1 for 53 million workers, thei: 


taxes will go up next 
and for self-employed 
New 


and employees each pay an extra 


employers, 


persons. rates: Employers 


1, of 1 per cent on salaries up 


to $4,200 a year. Self-employed 
persons will pay an extra %, of 1 
workers, the 


per cent. For most 


increase will be under $10 a year 
Election-conscious congressmen, 
after 


worked out 


wrangling for two 
this 
eralization of the 
The 


retirement of 


years, 
compromise lib 


social security 


system. provision on early 


women may play 


havoc with some private retire 


ment plans which don’t permit re 
tirement until 65. 
The 


program, 


hotly-disputed disability 


under which person 
may begin drawing payments aver 
aging $75 a first 
year, will permit permanently and 
totally 


ocial 


month in the 


disabled workers to collect 
security benefits at 50 


The new law will also add about 


200,000 additional self-employed 
persons to the social security 
professionals 


dentist 


tem, most of them 


neluding lawvers and 


The bill 


for old-age as 


will also raise payment 
sistance, aid to the 
blind and other permanently di 
ibled by 


until 


$5 to $7.50 a month, but 


only 1959—a compromise or 


one of the most disputed se ( tion 
if the 


Washington 


liberalization measure 


Bureau 


July 31 

nominating 
the next president of the Ameri 
Life John A 
Lloyd, president of Union Centra 
Life of Cincinnati, Ohio 


committee to be 


can Convention 1s 


September 1956 





by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


HILE life insurance com years of age have no place in 
Lienert would like to have the framework of social secu 
their income tax liability put rity. 
on a permanent basis, they pre 
fer the 


stop-gap 


health insurance for 
government employees 


until the 


Group 
continuation of the 
was put 


formula for anothe 
than the 


made to Congress by the Trea 


next session of 
thor 


over 


year rather proposa 


Congre to await more 
ough studies by the Department 
of Health, Wel 
fare and the Civil Service Com 
This would be the 
group health 
The 


of group life insurance 


sury. Congress adjourned with ; 
ai Education and 
out passing on the Treasury 


plan. 
mi ion 


largest poli y 


Representatives of life insur ever written outstanding 


ance companies agree with the ucce 
that 


the retirement 


President the lowering ot for federal employee nussures 


age for women the passage of the group health 


and the authorizing of benefit ill at the next session, It 18 


for the totally di 


abled ut SO 








Unanimous choice by the 


Nominated 


annual meeting 


reelected to , ‘ xe ve ber #-12 


ommittee 


board chal 


and 


pre 


Holme 


pre 


ident of Cot 


\uw | T August é \ multiple line fire 
iC 1aen 
company Vit h 


yhold 


and casualty 


poli 


if $2310 million 


president 
| 


Leland 
, of P1G 
ident of Ma ch > ] > premium f $164 


irplus of $120 million and 
million 
David !] ( i based on 1955 results 
when the 
olidation of the American Insur 


of Newark 


and 


ta formed 


propo 


ortnern 


of Mr. Llo 
j 


Superintendent o isu} an 


American 


ce Company and the 


other nom! Automobile Insurances 


ALC’ Continued on page 22 


lio, and the 
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Daily Reports 


Continued from page 21 


Company of St. Louis is completed. 
Subject to stockholders’ ap- 
proval, the merger will be effected 


by distributing American of New 


mobile. When that’s completed, 
the merged American Insurance 
Company would have 4,150,000 
shares outstanding. 

In jointly announcing the pro- 
posal, Bruno C, Vitt, president of 
the Newark company, and Robert 
Z. Alexander, president of Ameri- 


can Automobile, said that balance 


ark’s stock on a share for share and diversification would be at- 


basis for that of American Auto- tained by combining the fire and 





Lloyd's "Global" Statement for 3 Years 


August 6—(London) In accordance with the provisions of the Assur- 

ance Companies Act, 1946, global statements in the prescribed form 
have been deposited by the Committee of Lloyd’s with the Board of 
Trade relating to the insurance business transacted by underwriting 
members of Lloyd’s during the year 1955. These statements deal with 
the underwriting accounts for the years 1953, 1954 and 1955 and the 
figures contained therein show that the premiums received and claims 


paid on such accounts to Dec. 31, 1955, were as follows: 


1953 ACCOUNT (Years 1, 2 and 3) 
Balance Dec. 31, 
1955, allowing 
for other credits 
Claims and debits 
£88,797,698 £11,837,684 
100,575,455 12,289,108 
Direct U. K. Motor 6,831,043 5,399,174 754,986 
Short Term Life Assurance... 11,086 3,753 5,614 
1954 ACCOUNT (Years 1 and 2) 
Marine, Aviation & Transit 101,310,481 40,639,555 
Non-Marine 123,507,337 66,710,041 
Direct U. K. Motor 7,466,570 1,579,285 
Short Term Life Assurance... 24,018 7,266 
1955 ACCOUNT (Year 1) 
Marine, Aviation & Transit. . 67,452,786 19,720,170 
Non-Marine 69,057,387 22,661,762 13,927,552 
Direct U. K. Motor . 7,360,477 1,459,970 5,077,260 
Short Term Life Assurance 37,948 799 35,363 


Premiums 
£103,729,304 
115,696,839 


Class of business 
Marine, Aviation & Transit 
Non-Marine 


57,885,564 
54,146,366 
2,093,403 
15,094 


45,298,272 


The premium income figures set out above are net, i.e., after deduc- 
tion of brokerages, commissions, returns and reinsurance premiums. 

With regard to the 1953 account this was closed on Dee. 31, 1955, and 
the balances in hand at that date represent the following percentages 


of the net premium income, viz.: 
Per cent 


11.41 
10.62 
11.05 
j phte rae ed eee ss 50.64 
In the case of the underwriting accounts for the years 1954 and 1955. 
these will not be closed until Dec. 31, 1956, and Dec. 31, 1957, respec- 


Marine, Aviation & Transit business 
Non-Marine business bie 

Direct U. K. Motor business 

Life Assurance business 


tively, and a considerable volume of premiums will be received during 
Year 8 of the 1954 account and Years 2 and 8 of the 1955 account. The 
balances remaining in hand on these two accounts as at Dec. 31, 1955. 
will largely be disbursed in the settlement of claims in the years during 
which they remain open, and in view of the foregoing position it will not 
be possible to ascertain the final results until the end of Year 3 of each 
account. 


allied lines written by one com- 
pany with the casualty business 
written by the other. 

The merged company’s home of- 
fice will be located in Newark with 
officers of American Associated 
elected to similar posts in the new 


concern. 


Fire Insurers Aid 
Slum Clearance 
August 2—Fire insurers in some 
major cities are acting to help 
city officials get rid of slums. 
Latest action came in Boston 
where companies put a high rate 
of $4 per $100 on nearly 100 dilap- 
idated buildings in the city to dis- 
courage insuring of firetraps. The 
sSoard of Fire Underwrit- 
ers also gave its members a list 
of 400 dilapidated properties that 
had been compiled by city officials. 
Earlier, officials in Atlanta, Ga., 
Milwaukee, Wis., and Chicago had 
discussed asking that fire policies 


Soston 


be issued only to slum owners who 
have carried out official orders for 


improvements; giving insurance 


companies lists of below-standard 
properties; and asking companies 
to deny fire coverage to substand- 
ard housing. 


From the Front Cover — 
Thanks to "Casey" 


Mr. Spectator steps over this month 
into a practical demonstration of the 
very practical features of insurance. He 
is, however, very happy to give credit 
for the idea to "Casey," another car- 
toon character. ‘Casey’ appears in 
"Lifetime" put out for the agents of 
Kansas City Life Insurance Company. 


THE SPECTATOR's cover artist, Jim 
Naughton, took the ‘Casey’ cartoon 
from Lifetime's July 15 issue and made 
his own interpretation to fit the Mr. 
Spectator he has created for our maga- 
tine cover this year.—the Editors. 
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"Variables" Again— 
This Time in A & H 


August 8&8 — Variables, causing 
now so much discussion in the 
life annuity field, are being tried 
out in an accident and health plan 
Basis for the move is the Cali- 
fornia Medical Association’s “Re! 
ative Value Fee Schedule.” This 
Schedule determines by ratios, or 
relative values, the amount of a 
doctor’s fee in each of four cate- 
gories of medical services: medi 
cine, surgery, radiology and pa 
thology, adjusting the amounts to 
suit conditions in each major pop- 
ulation center in the state. 
The Matson Com 


pany of San Francisco then used 


Assurance 


this variable fee schedule as the 
basis for payments under an acci 
dent and health plan for a group 
in San Joaquin County, where the 
local doctors have voted to accept 
the CMA’s 
ule. 


recommended sched 


FTC—Lining Up For 
Amicus Curiae Battle 


August 10—Both sides are moving 
up their heavy artillery in the 
battle between the Federal Trade 
Commission and the insurance in 
dustry for jurisdiction over acci 
dent and health advertising. 
Latest actions have been the de 
cisions by several national trade 
organizations to file “amicus 
curiae” briefs in the U. S. Circuit 
Court of Appeals in New Orlean 
asking review of the 3 to 2 FT¢ 
decision against American Hospi 
Antonio 
In that decision three FT¢ 
commissioners asserted the FTC’ 


tal and Life of San 
Texas. 


right to jurisdiction even though 
there are already state statutes 
regulating these insurance com 
panies. 

Also 


of several 


insurance commissione! 
states have told com 
their states that the 


were not 


panies in 
companies required to 
accept the “Trade Practice Rules 
for the Accident and Health In- 
surance Industry,” as issued by 
the FTC. 

At the same time at least 20 
states have adopted the A & H 
Advertising Rules drawn up by 


Continued on page 24 
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Insurance Building Facts 


Bridgeport, Connecticut. Colonia! 

Life has moved its branch of 
fice into new building at 4271 
Main St. 


two-thirds of 


Office occupies about 
building, which is 
colonial in keeping with name otf 


company. 


Ohio. Pacific Mutual 
offices for agency, 


Cleveland, 

Life’s 
group, district claims, and district 
been com 


mortgage loans have 


bined to occupy entire first floor 
of million-dollar building at 2728 
Euclid Avenue. Five-story stru¢ 
ture contains 30,000 square feet of 
office 


space 





OMAHA, NEBRASKA 


million home office building, shown in drawing above 
structure will provide 78,000 square feet of space 
Divided n 


all vertical transportation 


three basic areas 


Minneapolis, Minnesota. Lutheran 

Brotherhood moved earliei 
this year into modern, six-story 
home office building. Costing $2.5 
million, structure contains 95,155 
square feet with fifth and sixth 
floors leased to tenants. Cantileve 
construction with exterior cul 
tain wall of blue-green, porcelain 
steel and double-pane 
insulating plate glass. Architect 
Perkins & Will, Chicago and White 
Plains, N. Y 
Anderson, Int 


enameled 


Contractor: Kraus 


Minneapolis 


St. Louis, Missouri. General Insut 


ance, Safeco and their affili 


Guarantee Mutual Life has announced plans for new $1.6 


Located on I|l-acre tract, 
Will have escalgtors to handle 
lobby and executive 


offices, employees dining room and lounge, and general office area around court 


for all working departments. Architect-engineer: Leo A. Daly Company Construc 


fion manager Peter Kiewit Sons Company 


Baton Rouge, Louisiana. Audubon 


Insurance Company moved 


into its new home office building 
Augu e 37 
ond of 


which includes 


Company occuple 
building’ three 
employee 3’ 


on room and completely 


+ 


of machine room _ fi 


equipment 


Jackson, Michigan. Metropolitan 
Life’s local office 


| ed, one tor 


will move te 


building 
ing built on South Jacksor 


Builder 


North Construe 


uted companie opened last month 
the new building for their Centr: 
With 45,000 
pace, three-story stru 
built with lift la 
construction in this area. Divisio 
taff: 300. Des 
Austin Company Cley 


Division 


of office 


quare feet 


ture is first 


ivyners and builder 


eland, Ohi 


St. Louis, Missouri. Life Insurance: 
of Mis 

ite for five-story 

Lindell 


Building to contain 60,000 


sour! ha pure hased 


home office 
building on Boulevard 
quare 
Wede 


feet is being designed by 


Hecker, architect 


meyer & 
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Daily Reports 


Continued from page 23 


the National Association of In 
surance Commissioners, 

FTC continues to issue orders 
against some of the companies 
charged with misleading advertis 
ing. But the big decision on what 
those orders mean will have to 
come from the court in New Or 


leans. 


August 9—The Women’s Quarter 

Million Dollar Round Table 
now has a membership of 577 in 
137 associations and representing 
B. B. Macfar 


announced 


69 companies, Mis 
lane, chairman, has 
Twenty-two WQMDRT 
have earned the CLU designation 
LUTC 


course, and 86 earned the Na 


member 
59 have completed the 


tional Quality Award this year 


It took high level di- 
plomacy and a vote by Con 


August 13 


rress to finally settle the site for 
the new headquarters building to 
be built in Washington, D. C., for 
the National Association of Life 
Underwriters 

First Congress and President 
KMisenhower approved Supplemen 
tal Appropriations Bill 1957 which 
allowed the U. S. State Depart 
ment to buy land 
NALU’s present. site 
State 


adjoining 
Then the 
Department and NALU 
agreed to exchange sites 
Now the State Department will 
build at the corner of C and 22nd 
Streets, and the NALU will move 
even before the building is built 
from the corner to the middle 
of the block on C Street between 


Mnd and 23rd Street 


Health Council Reports 
A & H Increases 


August 16--The number of people 


protected by major medical 
expense insurance increased 138 
per cent during 1955, reports the 
Health Insurance Council in its 
annual survey of voluntary health 
coverage in the United States 
For other types of health insur 
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Michigan Bridge Covered 


THIRTY-FOUR PIERS of Mackinac 
Straits Bridge, connecting upper and 
lower peninsulas of Michigan, have 
been insured by 30 American firms and 
affiliates. Valued at $25 million, piers 
are covered on 80 per cent coinsurance 
basis with 2 per cent deductible on 
each pier. Mackinac Bridge Authority 
placed all risk physical damage cover 
age through J. S. Frelinghuysen Corp 


Bonds for Israel 


ISRAEL DEVELOPMENT BONDS are sold 
to a New York life company for first 
time. Nathaniel L. Goldstein (right), 
general counsel for Development Corpo- 
ration for Israel, accepts $10,000 check 
from George Kolodny, president of 
Postal Life of New York. Recent amend 
ment to state insurance law ended ban 


on investment in Israel bonds 


ance, number of people covered 
increased: 6.1 per cent for hospi 
tal insurance, 7.0 per cent for sur 
gical insurance and 17.5 per cent 
for regular medical expense pro 
tection 

Hospital care led in total per 
107.6 million 


These were divided 


sons covered with 


on the rolls 


among 59,645,000 on policies with 
insurance 50,726,000 
listed by Blue Cross-Blue Shield, 
and 4,530,000 under other plans. 
(Allowance for persons holding 


companies, 


more than one type coverage was 
made to reach the 107.6 million 
total.) 

Under surgical programs, the 
unduplicated total was 91.9 mil- 
with 56,645,000 under 
insurance policies, 39,165,000 un- 
der Blue Cross-Blue Shield, and 


1,340,000 under other plans. 


lion person $ 


tegular medical expense, in 
cluding doctors visits for non- 
surgical care, covered 55.5 million 
people in 1955 with 29,451,000 un 
der Blue Cross-Blue Shield, 25,- 
031,000 under insurance compa- 
nies, and 4,639,000 in other plans. 

The increased total under major 
medical expense coverage included 
5,241,000 persons with 4.7 million 
protected through their place of 
employment and 482,000 under in 
dividual and family policies. 

In addition, 33,476,000 persons 
had, in 1955, insurance coverage 
for income lost due to disability 
with 19,238,000 of them under 
group plans and 14,238,000 under 
individual policies, according to 
the Health Insurance Council’s re- 
port. 

On July 31 of this year, The 
Council estimated that total per- 
sons covered by each type of 
health 
to: 110 million for hospital insur 


insurance had increased 
ance, 94 million for surgical pro 
tection, 58 million with regulat 
medical expense coverage, and 
seven million under major medi 


cal expense policies 


August 19—“Family” is the popu- 
lar word now for new insur 
ance policies. Casualty companies 
recently introduced a family auto 
policy, and now the Prudential 
uses the same word for its newest 
life contract. 
called 


“Family Policy,” is te 


Prudential’ contract, 
simply the 
cover both present and future 
members of a family in one policy 
for one monthly premium. Policy 
limits will be $5,000 to $15,000 of 
whole life on the husband with 


wife and children under age 18 
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covered tor smaller amounts ot Surety had charlered a new 


term insurance. Children born wholly-owned subsidiary, the 


taken out are in American Life Insurance Com 
cluded automatically at no in pany of New York. 

Mc Kell 
Premium depends on age of hus reason for the move was the fact 


band, reports the Prudential, with that many of the group's 


after policy is 


crease in premium. emphasized that one 
agent 


age of wife determining amount and representatives want to be 


on her life, so that mortality costs able to offer their clients complet 
Insurability of insurance protection—life as well 


may be equalized. 


children will be guaranteed since as fire and casualty—through one 
child at age 18 may take out, with- 


out medical $5,000 


organization, 
requirement, American Surety entered “ag 
in protection for each $1,000 un 
der the family policy. this year, 
also expanded 


gressively” into fire insurance 

McKell pointed out, and 

outside United 
States with a management con 
tract with Ultramar Western 
World Corporation, S.A., of Ha 

major fire vana, Cuba. 

and casualty group American Life of N. } 

into the field of life insurance have 

when President William E. Me 

Kell announced that 


Life Added to 

American Surety 
August 22 — Another 
moved 
capital and surplus of $2 
million and will soon commence 


American operations in New York 





Educational Notes: CPCU, CLU, LUTC, LOMA 


CPCU designations wil! be 
awarded to 217 


financial asistance to underwrit 
ers taking the CLU 

LUTC certificates have gone to 
of Chartered Property and Casu 3,488 life 


persons during examination 


the annual meeting of the Society 
underwriters who have 
alty Underwriters in Cincinnati 
September 


successfully completed the Life 


12-14. This compares Underwriter Council’ 


with 203 CPCU 


Training 
degrees awarded two year course of study 
Powell, CLU 


Loran 
last year to designees who had K 
completed the 


managing dire 
examinations and 


tor of the Council, reported that 
154 students also 
LUTC’s Accident and 
Course. 

LUTC’s President Frank B. Ma 
her announces that the Council's 


completed 


Sickness 


Accident and Sickness sales train 
ing program will be expanded to 
coverage early in 
NALI 
appointed and 
trained this fall, so that 125 o1 
more LUTC-A&H 
start early in February. 

LOMA will award 50 fellowship 
Diplomas, 


nation-wide 
1957. Local chairman in 
groups will be 


classes may 


176 Associateship Diplo 
mas, and 1,247 Course I Certifi 
r, Frank L 
managing director of LOMA, ha 
All together this year 
12,734 examination 


cates this yea Rowland 
announced 
papers were 


written by 7,592 employees of 373 
life companies and organizations 
Actuarial Society ha 
Associate 


have successfully completed thei 


Casualty 
announced that eight 


Fellowship examinations and that 
17 candidates for Associateship 
were successful. 

Insurance Society of New York 
has announced its first full sched 
ule of daytime classes in its Schoo! 
of Insurance. In addition to it 


regular curriculum of evening 
courses covering both basic and 


Continued on page 26 





other requirements of the Ameri 
can Institute of Property and Lia 
bility Underwriting. 

CLU examinations were com 
pleted 


last June, 


successfully by 435 person 
reports the American 
College of Life 


Names of those to receive the CLI 


Underwrite 


designation this year at the Con 


ferment Dinner in Washington 


Diemand Sees Werte Market for U. S. Insurers 





D. C., September 26 will be an 
nounced early this month. In all 
1.176 candidates took one or more 
of the five parts of the CLU exan 

ination this vear. Last vear 40 
men and seven 
the CLU credentials 


women recely 


Two hundred and four life « 
panies now sub cribe to the 
Fund for 


according to Paul I" 


operative Underwriter directors visited their offices in Europe 


of foreign insurers in certain areas 


Training 
Clark, CLU, president of John the steps of North America’s 
Hancock Mutual Life and chair 
man of the Fund 
for this vear increased 7 per cen 


to right) first row—George S. Munson 


, . Jr director; second row—Malcolm 
Subscription 

Europe 
+ 
foreign department; H. A. Irminger 


over last vear. The Fund provide 
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U. S. INSURANCE COMPANIES hove 
Diemand, president of North America Companies, reported after he and company 
earlier this year 


special representative 


great opportunities abroad, John A 


He said limited capacity 


s making possible profitable overseas operations 
for U. §. insurers. Above Mr. Diemand and N.A 
head office for Europe n The 
director; Mr. Diemand; Edward Hopkinson 
Dickinson 


Ludwig C. Lewis. director: third row—V. | G. Petersen. vice president of 


s traveling directors are shown on 


Hague, Holland (left 
resident vice president for 


J. W. Wijlacker 


marine manager, and Julian W. Story, claims and loss manager for Europe 








Daily Reports 


Company News Corner 


American Insurance, Newark, and account for the business, 
N.J., and American Automobile, calculate reserves and furnish 
St. Louis, } irectors have sreretes . , staf 

Louis, Mo., directors have underwriting results and man advanced classes, the School will, 


Continued from page 25 


approved merger of firms pend- agement reports. starting in September, offer day- 
Ble Pe) 9 ~ ay 

ing stockholder approval. Amer- 

ican Automobile stock will be 


Bankers Mutual Fire, Lancaster, time Classes in both life and prop- 


Pa., has been dissolved as of erty insurance. 
; : August 3 by Francis .— 
basis for American Insurance ad y rancis R. Smith, 


“ co Pennsylvania Insurance Com- 
stock after capitalization of lat- gees yerame ~— 7 o And in the Future 
missioner, and been directed to 


exchanged on share for share 


ter has been adjusted. This will atta tie Midadiee neni aol Sept. 12-14—Society of Chartered Property 

: i ‘ — eee See 6 and Casualty Underwriters, annual meet- 

of $400,000 on 2 million shares fairs. - Netherlands-Hilton Hotel, Cincinnati, 
, ‘ Bi a io. 

of American Insurance stock Bankers National Life has Sept. 17-19—NAIA, 60th annual conven- 
tion, Waldorf-Astoria Hotel, New York. 

ivi . 17-19—Int tional Claim Associa- 

stock dividend by American In- shares from $10 to $12 each, ay igi mandh allel Sho ‘Chamber. 

surance which will increase effective July 20, 1956. Four ad- lin, Fort Monroe, Va. 

Sept. 17-21—Association of Superintendents 
: ie f | f the Provinces of Canada, 

tion to 2.4 million shares before outstanding will be distributed pation joa a cn MecDoneld Ho. 

exchange, to stockholders of record July 20. tel, Edmonton, Alberta, Canada. 

Sept. 2I—Association of Casualty Accoun- 
tants and Statisticians, fall conference, 
Hotel Statler, New York, N. Y. 

Sept. 23-28—National Association of Life 

W. W.D (left) h : 2 Underwriters, annual convention, Hotel 
- W. Downs (left) has ail Statler, Washington, D. C. 

been named vice presi- ; a Sept. 23-28—Elections for Women's Quar- 

dent and Richard S. q 4 ter Million Dollar Round Table, meeting 

so (right) vice 4 4 in conjunction with NALU, Washington, 

president and agency ‘ A D. C. 

director of Southwest —_ , ’ Sept. 24-26—Life Insurance Advertisers As- 

tagger pagytneora sociation, annual meeting, Jung Hotel, 

a newly establishe ry ae New Orleans, La. 

Florida firm with initial P yf Sept. 22—American Society of CLU's an- 

capital and surplus of ad nual meeting and American College of 

$! million. Will M. Life Underwriters 29th annual conferment 

Preston, Miami attorney ‘. exercises, Washington. D. C. 

and civic leader, is com- Sept. 26-28—American Society of Insurance 

pany president. Manaaement, seminar on "Risk Manage- 
ment for the Corporate Insurance Man- 
ager," at University of Connecticut, 
Storrs, Conn. 

Oct. 7-10—Association of Casualty and 

Aetna Insurance Group, Spring- Combined Insurance Company di- Surety Companies, 41st annual joint meet- 

j ’ ; i ing of casualty and surety agents and 

field Insurance Companies, rectors have voted to ask stock- ccmiihess iecdhier, ‘Ohne Selhe 

Phoenix Insurance Companies holder authorization of an in- Springs, W. Va. 

and National of Hartford Group crease in company stock from ol ata Prevention Week, through- 

. ou . . 

have announced plans to form 500,000 to 700,000 shares, trans- Oct. 8-9—Conference of Actuaries in Pub- 

SPAN Processing Center equip- ferring $200,000 from surplus. lic Practice, annual meeting, Morrison 

ped with IBM electronic data Increase would permit 40 per een Renestion he 

processing system. Operated in cent stock dividend of two addi- annual meeting, Edgewater Beach Hotel, 

Hartford by the companies tional shares for each five held Chicago, Ill 

ointly, the Cc ter will record cE c Oct. 14-17—National Association of Mutual 

Ys 7 — os BOCORE Continued on page 62 Insurance Companies, 60th annual con- 

enti Sheraton-Gib Hotel, Cincin- 
DIVIDENDS noth, Obie. eraton ipson 
Amount Record Oct. 22-24—National Association of Mu- 
Company per Share Payable Date tual Insurance Agents, 25th anniversary 
Quarterly meeting, Shoreham Hotel, Washington, 


American Title & Insurance ' July 1 D. C. : 

Bankers & Shippers . rn a a ddl 1 Oct. 22-26—National Safety Congress and 
Colonial Life ; Sept. 15 Sent 4 Exposition, 44th annual session, at Conrad 
Northern Insurance . August 15 August 1 Hilton, Congress, Morrison and LaSalle 


Pacific Fire 4 August 8 Hotels, Chicago, Ill. 
. Rages 1 Oct. 29-31—National Association of Inde- 


Semi-Annual pendent Insurers, annual convention, 
American Equitable Assurance -95 August 1 July 20 Commodore Hotel, New York, N. Y. 
Jersey Insurance .70 August 10 August 1 Nov. I1-16—LIAMA, annual meeting, Edge- 
New York Fire .75 August 1 July 20 water Beach Hotel, Chicago, Ill. 
Nov. 12-17—Sixth Hemispheric Insurance 
Other Conference, sponsored by U. S. Cham- 
American Insurance 65 Oct. 1 Sept. 4 ber of Commerce, at Buenos Aires, 
Southwestern Life -40 Oct. 15 Oct. 8 Argentina 


be done through cash dividend 


outstanding and by 20 per cent changed par value of capital 


American Insurance capitaliza- ditional shares for each share 
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Back to Work—or Back to Conventions? 


HE SPECTATOR believes that the practice of 
roots insurance conventions in the Fall 
and in the Spring is wrong and should be 
changed to Summer and Winter during the 
time when vacations are otherwise in order. 

Labor Day, traditionally marks the end of 
the Summer vacation season. Summer, of 
course, lingers for a fortnight and hot days 
can happen in every state even through No 
vember. But with Labor Day comes school 
days, and families must be at home to see that 
Johnny and Jennie get their proper share of 
education. 

A great many customs and morés of the 
Nation have changed. There has been a con 
stancy, however, in the acceptance of early 
September as the beginning of the school year 
Because school necessitates so much prepara 
tion, causes such excitement, and demands the 
establishment of a plan of family life, which 
is to continue for ten months, the aura of a 
new day has extended its influence beyond 
school to business. 

Men and women everywhere go to work after 
Labor Day with a new determination, resolved 
to make the accomplishments of the final four 
months of the year wipe out whatever losse 
have been suffered or add to any profits which 
have been gained through the previous eight 
months. Insurance men have found that their 
prospects and clients are more alert of mind 
and more willing to make decisions, in the 
brisk autumn days. As in the Spring sunshine 
a zest for living is reborn 

Anything which interferes with a continuing 
work schedule between Labor Day and Christ 
mas or between Ash Wednesday and Indepen 
dence Day should be eliminated. In the insur 
ance business, more and more associations are 
taking more and more days out of this intensive 
business period for the holding of convention 
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More and more people are attending these con 
ventions to their diversion from consistent 
solicitation of business 

THE SPECTATOR is fully aware of the worth 
and desirability of conventions It howeve1 
feels that inasmuch as so many more of out 
business men are taking vacations in Winter 
and so many more business concerns begin in 
June to lower the efficiency of their staffs by 
vacations, that these conventions should not 
interfere with the most desirable part of the 
year for working. Insurance men, together with 
every other type of business men, come home 
from Labor Day refreshed and eager to produce 
An agent will be just getting into his best 
stride at the end of two weeks but must stop 
for a week or ten days to attend some conven 
tion, local, state or national or perhaps all 
three. After he gets back and is working two 
or three more weeks, he finds that the key 
people at his company’s home office are away 
attending a convention 

The start of the convention season seems a 
proper time for the leaders of the business to 
consider whether this is a wiser time to hold 
conventions than in the now accepted vacatior 
periods of January or February and of July 
or August 

The Summer and Winter conventions would 
take now the least from the work year. It 
would take producers away from business dur 
ing period vhen their clients, prospects and 
policyholders are most likely to be away fron 
their own offices. As a matter of fact, if the 
conventions were properly located in these 
periods, many delegates might have the oppor 
tunity to obtain new or increase old business 
and profits by combining real work and solici 
tation with the education and inspiration con 


ventions are designed to give 


Up: tlle. 


EDITOR 


27 





New Formula Gives Bond 


HE increasing upward trend 
of embezzlement losses has served 
to drive home to management of 
commercial firms the vital necessity 
of an adequate amount of honesty 
insurance to safeguard their assets 
from the consequences of employee 
theft 

Employee defalcations annually 
cause losses in the hundreds of 
millions of dollars, which frequent 
ly result in the financial impair 
ment of the firms thus victimized 
Case histories of employee dis- 
honesty, dramatized in newspaper 
stories, court records and surety 


company claim files, reveal graphi- 
cally the plight of the firm which 
“trusted” 


them in a 


either did not bond it 
employees or bonded 
token amount which proved entire 
ly inadequate 

The question that has puzzled 


manayement, however, is “How 


much honesty insurance is sufficient 
to cover our firm’s exposure to em- 
ployee theft?” There are, of course, 
yradations of the answer to that 
question. The minimum amount for 
a retail shop with a few employees 
would not at all suffice for a large 
manufacturing concern. The guide 
to the answer is based upon certain 
vital statistics which determine the 
ize of the firm and the extent of 


its exposure 


Study of Employee Honesty 
It was to find a satisfactory 
yardstick that a long and painstak 
management’: 


ing study of expo- 


ure to employee dishonesty has 
been made by a committee of fidelity 
bond underwriters, representatives 
of member companies of the Surety 
With all 


available evidence pointing to the 
fact that amounts of fidelity bond 


Association of America 


coverage actually carried are in 
many cases far below what would 
be considered reasonable and ade 
quate protection to insureds, it was 
highly desirable to set up appro- 


) 
we 


The Surety Association of America has devel- 
oped a method for deciding what is the mini- 


mum fidelity bond any company needs. Here 
THE SPECTATOR presents that formula in ex- 
cerpts from the Association's latest booklet, 


entitled “How Much Honesty Insurance?" 


priate standards or formulae to 


guide insurance buyers, 


minimizing the guesswork. 


thereby 

With- 
out some standards it was inevita- 
ble that under-estimates would be 
the rule rather than the exception, 
and that consequent uninsured ex- 
posure to large embezzlement losses 
would become a matter of grave 
concern to insureds. 

A careful survey was according- 
ly made of losses of $10,000 or more 
actually sustained by insureds over 
a period of ten years and of various 
factors governing exposure, such as 
total assets, goods on hand, annual 
gross sales or income, the nature 
of the business of the insured, the 
size of the firm and the number of 
employees. 

This survey revealed that in 65 
per cent of the losses studied, the 
insured did not carry a bond large 
enough to cover the loss. It was 
apparent that there was no gauge 
whereby the maximum possible loss 
which might be sustained could be 
determined, since there simply is no 
limit to the possibilities of em 
ployee dishonesty. It was possible, 
however, to relate certain factors 
to the amounts which had _ been 
stolen in a large number of actual 
instances. These factors have been 
utilized in a formula designed to 
gauge the minimum coverage ap- 
propriate for a commercial risk of 
any size. 

The formula so developed em- 


ploys an Exposure Index for deter 


mining the minimum amount of 
honesty insurance, or fidelity bond 
coverage, for the insured. The in- 
dex is not an estimated amount of 
actual exposure but a weighted base 
related to exposure to which the 
recommended bond amount is 
keyed. The Exposure Index is de- 
rived from two principal elements 

dishonesty 
Assets, and 


Income. The 


of exposure to large 


losses: (1) Current 


(2) Gross Sales or 
current assets represent a measure 
of values subject to loss at all times, 
while the gross sales or income re- 
flects turnover in such values. 


Commercial Firm Formula 


The formula for any size or type 
of commercial firm operates in the 
following manner: 


1) Enter the firm's Total Current 
Assets (cash, deposits, securities, 
receivables, goods on hand, etc 3 
A Enter the value of Goods on 
Hand (raw materials, ma 
terials in process, finished mer 
chandise or products 
B Enter 5% of A 
C Enter Current Assets, less 
Goods on Hand, i.e. the dif 
ference between 1 and 1-A $ 
D Enter 20% of C 
2) Enter Annual Gross Sales or 
Income 
A Enter 10% of (2 
This total (1-B, 1-D, and 2-A) is 
the firm's Dishonesty Exposure 
Index $ 
Suggested Minimum Amount of 
Honesty Insurance $ 


The suggested minimum amount 
of honesty insurance is determined 
from the Exposure Index, using the 
table reproduced on page 29. If a 
separate figure for Goods on Hand 
is not available, omit A and B and 
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Exposure Index 


Suggested Minimum Amounts of Honesty Insurance 


Exposure Index 

1,000 $ 
25,000 
125 ,000 
250 ,000 
500 ,000 
750 ,000 
1,000,000 
1,375,000 
1,750,000 
2,125,000 
2,500,000 
3,325,000 
4,175,000 
5,000 ,000 
6,075,000 
7,150,000 
9,275,000 
11,425,000 


25,000 
125,000 
250,000 
500,000 
750,000 

1,000 ,000 
1,375,000 
1,750,000 
2,125,000 
2,500,000 
3,325,000 
4,175,000 
5,000 ,000 
6,075,000 
7,150,000 
9,275,000 
11,425,000 
15,000,000 
20,000 ,000 
25,000 ,000 
50,000,000 
87,500 ,000 
125,000,000 
187,500 ,000 
250 ,000 ,000 
333,325,000 
500 ,000 ,000 
750 ,000 ,000 
1,000 ,000 ,000 
1,250,000 ,000 
1,500 ,000 ,000 


87,500,000 
125 ,000 ,000 
187,500,000 
250,000 ,000 
333 ,325 ,000 
500 ,000 ,000 
750 ,000 ,000 

1,000 ,000 ,000 
1,250,000 ,000 


insert the Total Current Assets fig- 
ure in line C. 

The _ table graduated 
brackets of the Exposure Index and 


presents 


the suggested minimum amounts of 
honesty insurance for each bracket 
An instance of how the formula 


works is shown in the following 


example for a wearing apparel 


manufacturer: 
1) Total Current Assets 
A Goods on Hand 
B 5% of A 
C Current Assets less Goods on 
Hand 
D 20% of C 
2) Annual Gross Sales or income 
A 10% of (2 


Total Exposure Index 


In the table, the $400,000 Ex 
posure Index falls in Bracket Num 
ber 4 ($250,000 to $500,000). The 
suggested minimum amount of hon 
esty insurance for this insured i 
$75,000 and $100,000, or 
more exactly by 
$90,000. 


between 


interpolatian, 


September 1956 


Bracket 
Amount of Bond 
$ 15,000 $ 25,000 
25 ,000 50,000 
75,000 
100 ,000 


1,500 ,000 
1,750,000 
2,000 ,000 
2,250,000 
2,500,000 
3,000 ,000 
3,500 ,000 
4,000 ,000 
4,500 ,000 


4'500,000 5,000,000 


Selecting another example, that 


of a farm machinery manufacturer: 


1) Total Current Assets 
A Goods on Hand 
B 5% of A 
C Current Assets less Goods 
on Hand 
D 20% of C 
2) Annual Gross Sales or Income $82,000,000 
A 10% of (2 


$15,000,000 
$ 8,000,000 
$ 400,000 


$ 7,000,000 
$1,400,000 


$8,200,000 


Total (Exposure Index 


On the table, the $10,000,000 Ex- 
posure Index falls in Bracket Num 
ber 17 ($9,275,000 to $11,425,000) 
The 
nonesty 


suggested minimum amount of 
insurance for this insured 
is between $600,000 and $700,000, 


or about $630,000 


The 


be borne in 


suggested amounts, it must 


mind, are minimum 


They 
preted as the 


amounts must not be inter 


maximum amount 
which may be needed to provide in 
demnity to the full extent of every 
loss which may occur. Tests of the 
formula against the actual losses 


covered in the survey nowed that 


$10,000,000 


the formula would have provided 
full protection in 95 per cent of the 
The fact 
would not have been fully covered 


indicates that 


cases. that 5 per cent 
the amounts recom 
mended are not excessive 

As for the $15,000 base amount 
in the table of suggested amounts, 
this was found necessary in view of 
the size of losses reported for even 
the comparatively small insureds 

The minimum amounts suggested 
should be adjusted upward as 
deemed necessary by individual in 
sureds in recognition of the possi- 
bility of “catastrophe” losses which 
cannot be measured by any known 
method, so that in the event of em 
bezzlement of major calibre there 
will be greater assurance of full 
protection, 

The underinsurance of the small 
insureds, as revealed by the study, 
is most significant. The losses re 
ported which fell into the first two 
brackets of the 

$125,000 or less) 


ered by the 


exposure Index 
were fully cov 
bond carried in only 
In other 


risks 


15 per cent of the cases 
words, 85 per cent of those 
were underinsured. 

As for the larger loss amounts, 


the situation presents further in 
teresting aspects. Of the total num 
ber of losses reported in the amount 
of $50,000 or more, 22.2 per cent 
fully 
whereas 77.8 per cent were under 
This is 


and points up strongly the need of 


were covered by the bond, 


insured, rather startling 
improved counsel and guidance in 


determining reasonable, realistic 


and adequate minimum bond 


amounts 


Minimum Protection 


sed that the 


minimum amount recommendations 


It must also be stres 
are basic guides, and in the final 
analysis it is management itself, in 
consultation with the firm’s insur 
ance agent or broker and with the 
further assistance of the firm’s cer 
tified public accountant, who must 
decide the employee dishonesty los 
potentialities of the concern and the 


needed amount of honesty insu 

ance with which to protect It 
The inderinsur 

fidelity 


obyv IOUS, and 


yrave peril of 


ance or insufficient bond 
coverage, however, 1s 
t is stressed by the size and fre 


Continued on page 61 
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tic Industrial 


Circled above is the supervisory device which keeps 
a constant check on this paint plant ball mill. 


Plant fire and burglary alarm systems have now 


been expanded to give added protection by 


watching over continuous industrial processes. 


By R. K. HYDE 
Advertising and Publicity 
American District Telegraph Company 


REQUENTLY, today’s indus- 


trial processes need ‘round-the 
clock supervision. The trend to 
ward day and night operation of 
manufacturing processes of many 
types in modern industry has 
yreatly increased the amount of 
such supervision. This is “indus- 
trial baby-sitting,” where the 
child is active and usually well 
behaved, but needs to be watched 
to keep him 


trouble. 


from getting into 
In today’s factories certain 
variable conditions that may af 


fect the quality of the product or 
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efficiency of operation must be 
constantly checked. Often the man 
who checks them also doubles 
as security guard for all or part 
of the company property. 
times employees are maintained 


Some- 


only to assure continuity of op- 
eration of a heating plant or an 
industrial process. In either case, 
this industrial baby-sitting can be 
accomplished automatically, and 
the reliable. men, now employed 
to do this tedious checking, can 
be used to good advantage on 
other more productive jobs. 

By combining this automatic in- 


dustrial supervision with central 
station fire and burglary protec- 
tion, American District Telegraph 
Company has enabled firms to im- 
prove protection and produce sav- 
ings at the same time. 

Recently, for instance, the 
James Bute Company, a large 
paint manufacturing firm in the 
Southwest, netted payroll savings 
$5,000 annually. For 
firm’s four-story, 


of over 
years, the 
sprinklered building was 
guarded by watchmen. The watch- 
men were responsible for detect- 


safe- 


ing and preventing fire or bur- 
glary, and in addition, were re- 
quired to maintain a check on a 
paint-mixing tank and four ball 
mills for grinding paint pigments, 
all of 
night. 


which operated day and 


High labor costs for this watch 
service prompted officials of the 
firm to consider a suggestion that 
their automatic protection be ex- 
tended. However, since the mix- 
ing and grinding 
quired day and night checking, it 
was believed the firm could not 
reduce its watch service without 


processes re- 


taking a chance on a costly loss 
in production. 

The question was settled after 
an ADT representative surveyed 
the plant and the continuous in- 
dustrial 
mended a combination of central 
station automatic fire and_ bur- 


processes. He recom- 


glary protection and_ industrial 


process supervisory services, 
Which allowed the firm to main- 
tain maximum security and pro- 
tection and yet eliminate the need 
for watch service. Actually, after 
adopting his recommendation, the 
better 
and saved $5,116 annually by 


firm obtained protection 


slashing labor requirements 6,552 
man-hours a year. 

Many other such case histories 
are in the files of ADT. a nation- 
wide organization which special- 


THE SPECTATOR 





Baby-Sitting 


izes in electric protection services. 
Under its central station setup, 
automatic fire and burglar alarm 
systems installed in the subscrib- 
er’s premises are connected by 
direct wire to a central headquar- 
ters where operators note incoming 
signals and take appropriate ac- 
tion whenever indi- 
cated. If a fire or burglar alarm 
is received, they notify the fire or 
police departments—also by di- 
rect, private wire. Uniformed 
ADT guards are dispatched at the 
same time to the protected prem- 
ises to make investigations and 
supply assistance in emergencies. 
When from 
devices on heating systems and 
industrial processes indicate ab- 
normal conditions, central station 
operators promptly notify the sub- 
scriber or his representative. 


trouble is 


signals supervisory 


Supervising Sprinklers 


Automatic sprinkler systems 
can be similarly supervised. De- 
tection devices installed on the 
sprinkler system detect and re- 
‘port fires automatically and, in 
addition, automatically warn the 
central station operators of ab- 
normal conditions, such as closed 
shut-off valves, low or high air 
pressure in dry pipes and pres- 
sure tanks, low water in gravity 
tanks, and other irregularities 
that might impair the effective- 
ness of the sprinkler protection. 
Upon receipt of such signals, cen- 
tral station operators investigate 
and maintain a close check until 
normal conditions are restored. 

As a supplement to automatic 
fire and burglary protection, 
ADT’s Heating Supervisory Ser- 
vice provides an effective watch 
on room temperatures, steam pres- 
sure, water level, boiler-firing 
conditions and electric-power sup- 
ply. Signaling devices automati- 
cally transmit an alarm to the 
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central station whenever those 
conditions deviate from 
so that the owner or his repre- 


sentative can be informed in time 


normal, 


to prevent a loss. Oil burners, 


gas burners, and coal furnaces 
fed by 


use shear-pin protection against 


automatic stokers which 


foreign objects, can be supervised 
to report 
matic shutdown. 


flame-failure or auto 

Industrial Process Supervisory 
Service operates in the same man- 
ner to maintain a check on con 
ditions affecting certain continu- 
ous manufacturing operations. 


Liquid levels and temperatures, 


air pressure or vacuum, valve 
closings and air temperatures, are 
among the factors that can be 
supervised. 

Automatic Heating and Indus 
trial Process Supervisory Ser- 
vices when combined with fire 
and burglary 
effective 


well as a cost-saving system for 


protection service 


provide protection as 
the Baltimore plant of the Signode 
There, 


three lead kettles, containing 50 


Steel Strapping Company 


tons of lead each, must be kept 
at a constant temperature night 
If the lead should cool 
to the hardening point, produc- 


and day. 
tion schedules would be seriously 
interrupted, 

Formerly, watchmen supplied 
by an outside agency supervised 
the lead kettles. They also kept 
a check on thermostatically con- 
trolled gas space-heaters, and on 
the operation of four pumps for 
emptying sumps under the plant 
floor. These sumps collect drain- 
age from cooling coils for lead 
kettle electrodes, oil-storage tanks 
for hydraulic processes, and in 
summer, the air-conditioning 
tem. A fifth sump received oil 
skimmed from a rolling-mill oil- 
storage tank. 

ADT-installed temperature-con 


trol devices at Signode now signal] 


the central station automatically 
if lead-kettle 

either above or 
scribed limits. 
tect and report over-filling of the 


temperatures go 
below the pre- 
Other devices de- 


sumps in case of pump failure. 
There are also thermostatic de- 
vices throughout the plant to keep 
a check on temperatures. 
Should 
enough to place water in sprink- 


room 
temperatures drop low 
lers or water used in manufac- 
turing processes in danger of 
freezing, a signal is automatically 
transmitted to the central station. 

Signode’s fire and burglary pro- 
tection is also automatic. Previous 
to their use of this type of pro 
tection, the firm contracted for 
139 hours of combined janitorial 
Auto- 


matic protection enabled the com 


and watch service weekly. 


pany to cut 59 hours a week from 
that total. 
basis, the 


Figured on an annual 
reduction in labor 
netted Signode a saving of $1,400 
a year after amortization of in- 
stallation costs. 


Saving and Safety 


Like Signode, many firms from 
coast to coast have switched to 
complete automatic protection be- 
cause they can save money while 
providing increased safeguards 
for their property, profits and em 
ployees’ jobs. Under present 
scales, an employer usually pays 
at least $1.30 an hour to hire a 
After 


seniority accruements, paid holi 


man to guard his plant. 
days, sickness, fringe benefits and 
other expenses are considered, the 
cost per hour of watch protection 
becomes much higher. 

In a recent industrial survey, 
the average cost of keeping one 
watchman’s territory covered 
nights, week ends, and holidays 
was $10,000 a year. One nation 
wide organization, protecting 
ninety distribution centers, re 
duced its payroll by $630,000 an 
nually through changing over to 
complete central station auto 
matic protection 

With the added features of 
supervising heating systems and 
continuous processes industrial 
babysitting—automatic plant pro 
tection has come to mean labor 
saving and money saving, as well 


as even greater plant security 
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Split Dollar—Illustrated 


By WILLIAM H. FISSELL, CLU 


Superintendent of Ordinary Agencies 
Colonial Life Insurance Company 


Hii Split Dollar financing of 
life insurance premiums is becom 
ing increasingly popular because 
of the Ruling 
55-713, IRB 1955-49,7 issued De- 
cember 5, 1955, which clarified the 


recent tevenue 


tax advantages. 

Rev. Rul. 55-713, IRB 1955-49,7 

“Advice has been requested as 
to whether the portion of insur- 
ance premiums paid by an em- 
ployer, to the extent of the cash 
surrender value, under an insur- 
ance policy covering the life of an 
employee, 


constitutes additional 


income to the employee. 


Y and B Contract 


“In the instant case Y corpora- 
tion entered into a contract with 
to render services as its presi- 
dent for a period of 5 years in 
consideration of an annual salary 
together with stipulations for 
the payment of certain specified 
amounts in the event of his dis- 
ability and upon his death to his 
designated beneficiaries. In order 
to protect itself against contin- 
gent liabilities resulting from the 
above agreement, Y corporation 
purchased as sole owner and bene- 
ficiary several policies of ordinary 
life insurance on the life of B in 
the amount of its total liability 
under the contract. Pursuant to a 
supplemental agreement it was 
provided that B had the option to 
assist in the payment of premiums 
on one or more of the policies in 


return for a partial control over 


Because of the increasing popularity of 


plans in which the life premium dollar is di- 


vided between the insured and a second 
party, THE SPECTATOR asked Mr. Fissell 
to tell what Split Dollar is and how it works. 


the distribution of death benefits 
thereunder. Under the agreement 
the gross premium less the 
amount of any dividends would 
be paid in part by Y corporation 
to the extent of the increase in 
cash surrender value for any tax- 
able year and the balance would 
be paid by B. Both the Y corpora- 
tion and B would each have sepa- 
rate ownership rights during his 
lifetime with the right of B to 
designate the beneficiary under 
the policies for that part of the 
proceeds equal to the excess of 
the face amount payable under 
each policy over the cash sur- 
render value. The Y corporation 
would continue to be the bene- 
ficiary under the policies to the 
extent of the cash surrender value 
which would be available for gen- 
eral corporate purposes. Upon ter- 


mination of B’s employment Y 


corporation agrees, upon B’s elec- 
tion, to (1) sell its ownership in- 
terest in the life insurance con- 
tracts to B for an amount equal 
to the larger of the gross pre- 
miums it has paid or the guaran- 
teed cash values in its portion of 
(2) assien to B 


interest in 


the policies; or, 
all of its ownership 
such policies except an amount 
esual to the guaranteed cash sur- 


render value at the date of the 
assignment, provided, however, if 
B defaults on any future pre- 
miums the corporation may _ re- 
assert its rights to ownership. B 
elected to share the cost of the 
life insurance policies. 

“Generally, for tax purposes 
premiums paid by an employer on 
the ordinary type of life insurance 
policy on the life of its employee 
who is permitted to designate the 
beneficiary under the policy con- 
income to the 
employee. O.D. 627, C.B. 3, 104 
(1920); G.C.M. 84382, C.B. IX-2, 
114 (1930). Likewise, it has been 
held that it makes no difference 
whether the insured employee is 
entitled to designate the bene- 
ficiary under the policy the pro- 
ceeds of which inure directly to 
the benefit of the employee’s bene- 
ficiary or his estate. G.C.M. 16069, 
C.B. XV-1, 84 (1936 


stitutes taxable 


Insurance Arrangement 


“In the instant case the sub- 
stance of the insurance arrange- 
ment between the parties is in all 
essential respects the same as if Y 
corporation makes annual loans 
without interest, of a sum of 


monev equal to the annual in- 


THE SPECTATOR 








ENDOWMENT 65 


Amount $10,000 Age 35 
Annual Premium $302.10 
1 2 3 4 

Employer Employee 

Split of Split of 

Premium Premium Net Death Net Death 

Cash Value Premium less Benefit to Benefit to 

Increases Cash Value Employer Employee 
if 0 $302.10 0 $10,000 
2 $120 $182.10 $ 120 $ 9,880 
3. $250 $ 52.10 $ 370 $ 9,630 
4. $250 $ 52.10 $ 620 $ 9,380 
§. $260 $ 42.10 $ 880 $ 9,120 
6. $270 $ 32.10 $1,150 $ 8,850 
i; $270 $ 32.10 $1,420 $ 8,580 
8. $270 $ 32.10 $1,690 $ 8,310 
9. $290 $ 10.10 $1,980 $ 8,020 
10. $280 $ 20.10 $2,260 $ 7,740 
oF $300 $ 2.10 $2,560 $ 7,440 
12. $300 $ 2.10 $2,860 $ 7,140 
13. $300 $ 2.10 $3,160 $ 6,840 
14. $320 $ 18.90 $3,480 $ 6,520 
15. $320 $ 18.90 $3,800 $ 6,200 
16. $320 $ 18.90 $4,120 $ 5,880 
17. $340 $ 38.90 $4,460 $ 5,540 
18. $340 $ 38.90 $4,800 $ 5,520 
19. $360 $ 58.90 $5,160 $ 4,840 
20. $360 $ 58.90 $5,520 $ 4,380 


creases in the cash surrender 
value of the policies of insurance 
taken out on the life of B. The 
mere making available of money 
does not result in realized income 
to the payee or a deduction to the 
payor. 

“In view of the foregoing, it is 
held that: 

“1. No realization of taxable in- 
come by B will result upon the 
payment of the portion of the pre 
miums by Y, and Y will receive no 


deduction for such payment. 


Payable at B's Death 


“2. The portion of the proceeds 
of the policies payable upon the 
death of B to the Y 
and to the designated beneficiary 


corporation 


of B would not be included in the 
gross income of the Y corporation 
or if B’s beneficiary under the pro- 
visions of section 101(a) of the 
Internal Revenue Code of 1954 or 
section 22(b) (1) of the Internal 
tevenue Code of 1939.” 

The the plan is 
understood by 
frequently it may be sold. Simply 
defined, the Split Dollar Plan of 
financing life insurance premiums 
is one wherein 
shares the payment of premiums 


more clearly 


agents the more 


someone else 
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with the insured. There are many 
variations to the plan. One of the 
popular methods is where the in- 
sured pays the premiums each 
year less the increase in the cash 
values. A second party pays the 
balance which is equal to the cash 
value. 

This plan enables the insured to 
acquire life insurance at a re 
markably low outlay of 
The who 


mium 


money 
person shares the pre 
payments does so by the 
transferring of capital from one 
depository to another. The cost to 
share the premiums is minor, be 
ing only the loss of interest on 
the money advanced. 

Anyone may share in the pay 
ment of with the in 
sured. For example, 


premiums 
an employer 
might wish to assist kev personne] 
in the purchase of life 
father-in-law 


wish to assist a son or son-in-law 


insurance 
or a father or may 


in creating a life insurance estate 


How Plan Works 


An illustration of how this 
would work is shown for an in- 
sured at age 35 through the pur- 
chase of a $10,000 Endowment at 
Age 65 plan with an annual pre 
of $302.10. The 


mium first vear 


the insured would pay the full 


premium and whoever’ shares 
would pay nothing. The death 
benefit to the insured’s family 


would be $10,000. During the sec- 
ond year the insured would pay 
$182.10 and sharing 
the cost would pay $120. 

In table (at left) 


this plan cash value increases to 


whoever is 
illustrating 


in excess of the pre 
mium payments after the 
teenth This 
shown here as being paid to the 


an amount 
four- 
year. difference is 
insured. The plan may be varied 
by the sharer paying only the pre- 
mium due and nothing to the in- 


sured. 


A Variation 


Another variation of the 
would be to average the premiums 
to be paid by the insured for the 


plan 


first ten years. 

In the event the employer makes 
this plan available to key person- 
nel he should apply for the life 
The 


wife of the insured should be des- 


insurance on the _ insured. 


ignated beneficiary irrevocably 
for the face amount of the policy 
value. Whoever is 


pay ments 


less the cash 
sharing the premium 
should 
beneficiary to the 
value of the policy 
such an arrangement the insured, 


himself as co 
extent of the 
Under 


designate 
cash 


not owning any incidents of 
ownership to the policy, the death 
benefit 
part of his estate. This would be 
different, however, if the insured 
and the employer jointly applied 


would not be considered 


for the insurance. 

The Internal 
ment holds the 
miums by the employer under the 
Split Dollar Plan is construed to 
be loans without interest. No part 


Revenue Depart 


payment of pre 


of the premiums advanced by the 
employer is considered income to 
the insured. If the emplovee pays 
the premiums and his wife is co 
owner of the policy with the em 
plover, the premium payments 
would be considered gifts to his 
wife. If an emplovee leaves a firm 
the policy could be transferred to 
him and the cash values are imme- 
diately available to the one shar- 
ing the premiums under the Split 


Dollar Plan. 





A&H Premiums Reac 
$2.8 Billion in 1955 


Over 700 companies in The Spectator's Ac- 


cident Register show an increase of 12.2 


per cent for premiums on A & H policies. 


YOMMERCIAL 


health insurance policies are 


accident and 


backed by one of the largest ag- 
gregations of privately owned 
assets in our nation today. More 
than 85 billion dollars are listed 
as the assets of 707 insurance 
companies writing these policies, 
according to THE SPECTATOR’S 
1956 Accident Insurance Register. 

This sixty-sixth annual edition 
of the Accident Register shows 
that 262 property insurance com- 
panies and 445 life insurance 
collected, in 1955, 


$2,768,674,987 as premiums earned 


companies 


on commercial accident and health 
policies and paid out $1,991,680,- 
681 in benefits and the cost of set- 
tling claims. These figures do not 
include totals from the 86 Blue 
Cross Hospital Service Plans and 
75 Blue Shield 
whose financial reports are also 
summarized in the 1956 Accident 


Service Plans, 


Insurance Register 

By far the largest division in 
commercial policies includes the 
group accident and health cover- 
age for which the 707 companies 
received earned premiums of 
$1,581,062,588 last year. Premiums 
on hospital and medical expense 
$474,492,124 


policies aggregated 


as the next largest division, shown 
in the Accident 
mium classification table. 


Register’s pre- 


health and 
group accident and health pre- 
miums written for the 707 com- 


Net accident and 


panies reached an all-time high 
of $2,828,813,484 during 1955, an 
increase of 12.2 per cent over 
1954. The accident and health 
business is second only to life in 
surance in respect to premium 
volume and surpasses pure fire 
premiums and automobile physi- 
cal damage premiums, the next 
two highest classes of business. 


Losses Plus Expenses: 98% 


In 1955 the A. & H. combined 
ratio of losses incurred to pre- 
miums earned and loss adjustment 
expenses to premiums earned and 
of underwriting expenses to pre- 
miums written amounted to 98.1 
per cent for companies doing 
group business and to 95.2 per 
cent for companies writing indi- 
vidual accident and health. Dur- 
ing 1954 the figures were 96.7 per 
cent for the group companies and 
94.6 per cent for individual acci- 
dent and health. 


For the companies writing 


1955 Premiums Earned and Losses Incurred, Including Adjustment Expenses 
incurred of Accident and Health Business of 707 Companies 


group accident and health cover- 
ages in 1955, the ratio of losses 
incurred to premiums earned 
amounted to 84.4 per cent as com- 
pared to 82.2 per cent in 1954 and 
underwriting ex- 
premiums written 
dropped from 12.6 per cent in 
1954 to 11.9 per cent in 1955. 

In individual 
health, the 707 life and property 
companies had a loss ratio exclud- 
ing loss adjustment expenses of 
50.1 per cent in 1955, against 48.8 
per cent in 1954. The underwriting 
expense ratio in this class of busi- 
ness dropped slightly, amounting 
to 42.3 per cent in 1955 against 
43.0 per cent in 1954. 


the ratio of 


penses’ to 


accident and 


Group Gains 15.4% 


Once again, group accident and 
health insurance enjoyed the 
greatest growth, jumping from 
$1,406,552,306 in 1954 to $1,622,- 
877,849 in 1955, a gain of 15.4 per 
cent. Individual accident and 
health premiums increased 8.2 per 
cent from $1,114,746,263 in 1954 
to $1,205,935,635 in 1955. Group 
premium volume is now 57.1 per 
cent of the total, compared with 
42.9 per cent for individual acci- 
dent and health. Last year the 
comparable figures were 55.8 per 
cent for group and 44.2 per cent 
for individual. 

Life insurance companies con- 
tinue to account for the major 
portion of the accident and health 
volume during 1955. The premi- 
ums written by 445 life companies 
amounted to $2,218,608,548 or 78.4 
per cent of the total, while those 
written by 262 fire and casualty 
companies were $610,204,936 or 
21.6 per cent of the total. In 1954, 
life companies accounted for 79.9 
per cent of the aggregate while 
property companies accounted for 
20.1 per cent. 

The 262 property 
writing accident and health re- 
ported assets of $12,512,991,358, 
compared with assets of $10,902,- 
657,336 in 1954. This is a gain of 


companies 





ww ae veal — “a 14.8 per cent. Admitted assets of 
Group Accident & Health 1,681 062,588 1,363,558 ,508 86.2 the 445 life companies increased 
Aceldent & Health 427,488,704 ooeee00 88.1 from $64,158,555,946 in 1954 to 
Toot go Nor alee —— iC $73,126,689,900 in 1955, a gain of 
Total Accident & Health 2,768,674,987 1,991,680, 681 71.9 14.0 per cent. 
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Everything 


OR the past three years, 
there has been a mounting contro- 
versy within the life insurance 
industry about the definition of 
“special policies,” as well as a 
perplexingly involved running de- 
bate as to whether such policies 
were good for the industry and 
the policyholders. 

Of course, it is easy to define 
the expression “special policy” 
with exactitude. Every policy that 
is not either a single pay contract 
or annual term, either renewable 
or specifically not renewable, is a 
special contract in one degree or 
another. A whole life contract, a 
limited pay contract, a term con- 
tract at level premium rates, and 
every form of insurance carrying 
death benefits is a special con 
tract of one kind or another. 

That, of course, is an exact defi 
nition; it is not the definition that 
the average life agent or home of- 
fice executive on the one hand, or 
the average policyholder, on the 
other, would accept readily. 


Two Kinds of Policies 


To many, though not the actu 
aries of my company, there are 
just two kinds of policies: the 
ones which my company writes, 
and those written by competing 
companies. 

Actually, of course, most spe 
cial policies offered by the more 
than 1,000 legal reserve life com 
panies in the United States are 
actuarily sound and are good pol- 
icies for the policyholders, for 
whom they are designed. 

Basically, there are two kinds of 
specials. One is nothing more 
than a dressed-up variety of stand- 
ard contract. The dressing-up may 
be very elaborate, with wide va- 
rieties of settlement options, va- 
rious kinds of participation and 
special conversion features. 

There is nothing fundamentally 
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in Life Is “Special 





By DR. PIERCE P. BROOKS, 


President, National Association of Life Companies 


Life insurance has been ‘'trending’’ rather rapidly recently. In this 
article, Dr. Brooks takes a long look at some of the most important 
trends in this field. Author of the book, “How Power Selling Brought 
Me Success In 6 Weeks,"’ he is also president of Union Bankers Life 
and board chairman of National Bankers Life, both of Dallas, Texas. 
At the same time, he has been one of the prime movers and now 
heads the National Association of Life Companies, new trade group 


for about 100 "smaller" life companies. 
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wrong about dressing up a policy 
to accent its good points. It is a 
legitimate kind of American mer 
chandising. It is practiced by 
manufacturers of everything from 
automobiles to cornflakes. In 
theory, the contents of the prettie: 
package of cornflakes tastes no 
better; there would be nourish- 
ment in the perfectly plain box 
but, in truth, the prettier package 
gets across its message of qual- 
ity somewhat better and sells bet- 


ter In consequence. 

If, in the course of packaging 
his merchandise, a manufacturer 
utilizes false bottoms to give an 
impression of greater content than 
is actually there, it is plain dis 
honesty. That could be true of 
the dressed up insurance contract 
also. Neither falsified product 
could stay on the American com- 
petitive market very long. 

There is a second kind of spe- 

Continued on page 57 





Taxes: 


Settlement Options Make “Deferred 
Compensation Even More Attractive 


By CHARLES L. KOPP 
Assistant Counsel, Pacific Mutual Life 


pe of the most popular sub- 
jects among life underwriters 
and their 


clients these days is 


“deferred compensation” for ex- 
ecutives. As has been pointed out 
by Hugh MacKay, associate counsel 
of the State Mutual Life, a better 
name for these agreements would 
be “extended compensation” be- 
cause it more accurately describes 
the arrangement 

The contract is basically simple. 
An employer agrees that if the 
particular employee will stay in 
his employment for a certain num 
ber of years or until a certain age 
at a fixed salary or under mutual 
agreements with respect to salary, 
the employer will make payments 
to the employee after the comple 
tion of the active employment 
period Quite frequently these con 
tracts also include a promise to 
make such payments to the widow 
or other designated beneficiary of 
the employee in the event of his 
premature death, 

The employee must also agree 
that when he has completed the 
active employment period he shall 
remain available for consultation, 
not make derogatory remarks about 
his employer, not work for compet- 
ing interests and remain loyal to 


his employer. 


Unfavorable Tax Results 


It’s pretty well settled that the 
income tax consequences of these 
arrangements are favorable because 
the employee is not entitled to any 
current benefits during the active 
employment period and is entitled 
to the post-retirement benefits only 
if he complies with the provisions 
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of the agreement. The leading case 
on the subject is Oates vs. Com- 
missioner, 18 T.C. 570 (non-acq.) 
1952-2 C.B. 5; 207 Fed. 2d 711 
(7 C.A.). In that case the contin- 
which 
from being current income to the 


gency prevented amounts 
retired employee, who was a life 
insurance agent, was the fact that 
premiums on the policies upon 
which the commissions were based 


might not be paid, 


Estate Taxes 


The estate tax consequences are 
much less settled. A 
ays that the value of the payments 


recent case 


received by a widow is not includ- 
ible in the estate of the deceased 
employee because the employee 
‘ould have defeated her right to 
any payments by not complying 
with the provisions of the agree- 
ment. Collector, 
United States District Court, West- 


ern District, Col 


(Goodman — vs. 


Pennsylvania, 


SALES MEETING 
GETTING THE an reamed CLIENT 
4 “8 boy _S' 9! 


“Didn't any one of you have the cour- 
age to test our new sales approach 
on your wife?" 


United States Tax Cases Paragraph 
11, 595 (1956) ). 

There is no question that agree- 
ments of this type are being widely 
used to give key employees a fur- 
ther incentive to stay in their 
current employment. However, it’s 


likewise obvious that if large 
amounts are promised under these 
plans, whether through a single 
large case or several smaller cases, 
the employer must prepare to meet 
his obligation if the employee com- 


plies with his covenants. 


Value of Life Insurance 


Life insurance is the ideal vehi- 
cle by which the employer can find 
his promise to provide both retire- 
ment 

Settlement options are also avail- 


benefits and death benefits. 
able under limited circumstances 
with such insurance. The insurer 
basically does not like to make life 
income or other settlement options 
payable to a person or corporation 
other than an individual taking in 
his or her own right. However, 
under these deferred compensation 
income tax 
would if the 
policy were transferred to the em- 


contracts disastrous 


consequences result 
ployee (Morse vs. Comm issioner, 17 
T.C. 1244, 202 Fed. 2d 69 (C.A.-2, 


1953) ). 


Plan for Employers 


Therefore, some insurers are 
willing to make a directed settle- 
ment arrangement available to the 
employer provided the income pro- 
visions for the maturity proceeds 
are based upon the continued life 
of the employee and income pro- 
visions upon the death proceeds are 
based upon the continued life of 
his widow or someone not more 
remotely related to him than first 
Upon the death of either 
of these individuals, the balance of 


cousin, 


any payments certain must be pay- 
able in one sum to the employer. 
Insurers, too, will require that the 
employer agree to give notice in 
the event of the death of the em- 
ployee or the person whose con- 
tinued life is involved. 

Naturally, it almost goes without 
saying that the benefits to the em- 
ployee or his widow are greatly 
enhanced by the provisions of life 
insurance settlement options. 
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LIVING INSURANCE IN ACTION 


The Man from Equitable who helped to send 53 children to college 


Ing an active part in community activith from Boy 
itisfaction of being looked 
up to where er he went ind getting a friendl mile 
from people he barely kn 

It’s good, he thought, to be The Man from Equitable 


During a dull evening not too many months ago, The 
Man from Equitable was browsing through his files 
To his surprise, he found that 53 boys and girls were 
going to college as a direct result of Equitable policies 
he had sold their fathers. 

Then he recall d what his agency mnanadce! had said 
a long time ago. A good income is important, of course, 
but being The Man from Equitable is far more than 
just a livelihood. It’s a way of life that brings satisfac- 
tions which money alone can't buy 

The satisfaction of knowing that 53 boys and girls 


were getting a good education. The satisfaction of tak- 


September 1956 


Scout to Big Brother The 


Living Insurance 
by Equitable, New York 


table eventh Ave. Ne 








coverages 


“a YOU, 


MR.AGENT, | ggyael forms 





.-.- service is 
your greatest asset 


For over a quarter century, 
United States Aviation Under- 
writers has established and 
rigorously maintained an en- 
viable reputation for support- 
ing its representatives with 
prestige building promptness 
in the settlement of all claims 
and losses. 


You, too, can benefit from 
USAIG service by recom- 
mending to your aviation cli- 
ents, a U. S. Group” policy 
for any of the following cov- 
erages — 


AIRCRAFT HULL 
AIRCRAFT LIABILITY 
AIRPORT LIABILITY 
PRODUCTS LIABILITY 

HANGAR KEEPER'S LIABILITY 
AVIATION ACCIDENT 
WORKMAN’S COMPENSATION 
& EMPLOYER'S LIABILITY 


Backed as it is, by the com- 
bined assets of 60 leading in- 
surance companies, a "U, S. 
Group” policy is also the 
soundest and most depend- 
able offering available for 
every aviation need, 


UNITED STATES AVIATION 
UNDERWRITERS, Incorporated 


80 JOHN STREET, NEW YORK 38, N.Y. 




















Family Automobile Policy 


Q. What companies write this 
policy? 

A. Member companies of the 
National Bureau of 
Underwriters which supervises 
casualty rates, rules and regula- 
tions for most of the stock com- 
panies, and the National Auto- 
mobile Underwriters Association 
which performs the same services 
for the stock companies writing 
material damage coverage for mo- 
tor vehicles. It is understood that 
the Mutual Rating 
Bureau will make similar policies 


Casualty 


Insurance 


available to their subscribers. 

Q. How is this new coverage 
provided? 

A. Entirely new policy forms 
have been prepared to replace 
former contracts. 


Coverage 

Q. What do these policies pro- 
vide? 

A. A number of improvements 
have been made in the new con 
tracts. More protection is now 
afforded both to the named in 
sured and other interests. See 
Summary of advantages. 


Exclusions 


Q. What are the exclusions? 

A. Many of the limitations 
found in the former policies have 
been removed as indicated else- 
where in the review of policy 
changes, otherwise the exclusions 
appearing in the previous policies 
remain. 


Rates 

Q. What are the rates for the 
new coverage? 

A. The rates remain the same. 


Over* 500 Companies to 
Issue New Policy 


The two Rating Organizations 
that have produced the new policy 
forms represent over 500 member 
companies. There will be over 500 
underwriters issuing these new 
contracts. It is expected that all 
states will have approved the con- 
ditions in the new policy by Sep- 


*The National Bureau of Casualty Under- 
writers has 137 members and 202 sub- 
scribers. There are 166 members and 332 
subscribers of the National Automobile 
Underwriters Association 
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tember 1. It is also anticipated | f aan aos 
that the Mutual carriers will soon | hat Fiict High Hurdle 
bring out improved automobile > ee Any I 


coverages through the Mutual In 
surance Rating Bureau. AD 


Which Vehicles May Be Covered 

The new policies are designed 
to insure only private passenger 
automobiles owned by individuals 
or by husband and wife and can 
include in addition to the passen 
ger type car, any station wagon, 
jeep type automobile, vehicles of 
load capacity of 1500 lbs. or less 
of the pick-up body, sedan deliv- 


ery or panel truck if owned by in- ON THE LOCAL LEVEL! 


dividuals or husbands and wives 








Hometown sales depend on local support... support that North 

; : ae American Accident provides in the form of a progressive line of Life 

vehicles. Even the small utility and A. & H. policies, as well as support through sales promotion 

trailer can be insured under the and advertising: 

Material Damage section of the This /oca/ /eve/ backing is available to agents as a series of sales- 

Family Policy. aimed newspaper ads which are free to agents to use in their own 
communities over their own signatures. It is a plan that can work for 

P you, as it has for many other sales-minded producers. 
Present Policy Forms For details about participating in the North American Accident 
local level sales support program, write: 


These latter are known as utility 


All affiliated companies of the 
two bureaus will interpret their S. ROBERT RAUWOLF., Vice President 


ee oe ee NORTH AMERICAN ACCIDENT INSURANCE COMPANY 
viduals, as affording the broad 209 SOUTH LASALLE STREET © CHICAGO 4,/LLINOIS 


A an clipe Oe et rae en 


protection of the new contracts 
without any endorsements being 
attached. 





Metropolitan 
uasury avo weocs. ove | ire Agsuranuce Company 


The National Bureau of Cas 
ualty Underwriters has published 


Advantages of New Forms 


a summary of the advantage 
afforded under the new policie 
which reads as follows: 

1. The named insured and the 
spouse, resident in the same 


household, are afforded coverage 





for non-owned automobiles fur- asia 
nished for their regular use; — 


2. All relatives of the named > rr 
insured or spouse who are resi I RO RA TA 
dent in the same household are 
included as insureds with respect TREA Ty REINSURA N¢ yD 

te aan “— : 4 4 y AMA 
to private passenger automobile 


not owned by or not regularly fur . 
nished for the use of the relatives Contributes to 


3. Coverage is corresponding] Small Individual Losses 


broadened for persons or organi as Well as the Large Ones 
zations legally responsible for the Fire ead Allied Classes 
use of cars furnished for the reg 
ular use of the named insured 33 Lewis St. Hartford 3, Conn. 
and spouse and of private passen ye 

Continued on page 40 
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Coverages and Forms named insured or spouse; Expense for medical services 


5. There is no exclusion as to coverage in the new policy in- 

Continued from page 39 liability assumed under any con- cludes all the medical payments 

tract or agreement; coverage provided under the pres- 

ger cars or trailers not regularly 6. Coverage is automatically af- ent basic automobile liability pol- 

furnished for the use of relatives forded for all private passenger icy and is broadened to follow the 

of the named insured or spouse automobiles, “utility” cars and broadened aspects of liability cov- 

who are resident in the same trailers owned by the named in- erage under the new policy. For 

household; sured or spouse during the policy example, the new policy affords 

1. Every resident of the same period; broadened medical expense cover 
household as the named insured 7. Bodily injury and property age in the following respects: 

included as an insured with damage liability coverages are on 1. It covers any person who sus 


respect to ¢ med le an “Occurrence” basis rather than a ve 
| » an owned automobile an “Occurrence” basis rat tains bodily injury arising out of 


even withor ermissi r : an “accident” basi i 
10ut permission from the an “accident” basis. the operation or occupancy of 


— RN - non-owned automobiles which are 
furnished for regular use to the 
| named insured or spouse; 
















2. It covers all persons, othe 

NO MYSTERY HERE than the named insured and 
spouse and relatives resident in 

| the same household, when bodily 

American Progressive’s injury to them results from a rela 


A&H POLICIES | tive’s operation or occupancy of 


a non-owned private passenger 


Earn you more automobile or trailer not fur- 
because they offer more! | nished for regular use to the rela- 
alec tive. 
AMERICAN PROGRESSIVE policies keep abreast 
f the times . . . offer modern protecti: 


Material Damage Improvements 


modern needs. You offer the finest whe 





you write AMERICAN PROGRESSIVE's individual & The National Automobile Un 
family Hospital-Surgical-Medical, Accident or derwriters Association has also 
Accident & Health, Major (Catastrophic) Medical | summarized the extended protec- 
and Specialty policie | tion afforded as respects material 


damage to the insured automobile: 


SCHOOL CHILD | 1. Comprehensive coverage, 


which insures the automobile 
ACCIDENT POLICY against fire, lightning, theft, wind, 
flood, ete. is broadened in five 
ways: first, it provides insurance 
NATIONAL GUARDSMAN’S POLIO-CANCER & DREAD | when the policyholder uses an 
other private passenger automo- 


ACCIDENT POLICY DISEASES POLICIES | bile not owned by him; second, it 


pays for damage to tires due to 








malicious mischief and vandal- 


ATHLETIC TEAM SCOUT TROOP ism; third, it pays the cost of re 
turning a recovered stolen auto 


POLICIES INSURANCE | mobile to the owner or to the 


address shown in the policy; 





BROKERAGE BUSINESS ACCEPTED | Saaee. provides G500 fre and 


GENERAL AGENCY OPENINGS IN: New York, Pennsylvania, Ohio, Florida, 
Colorado, Kentucky, Maine, Delaware, Vermont, Alabama and Indiana. 


lightning insurance on robes, 





wearing apparel and other per- 






sonal effects; fifth, it provides 








Write or call for Information & Literature more liberalized transportation ex- 





penses in an amount of $150 when 

on the automobile is stolen. 

AMERICAN estas PROGRESSIVE 2. It is no longer necessary to 
report the existence of a bailment 


HEALTH INSURANCE go COMPANY OF NEW YORK lease, conditional sale, purchase 


* 





agreement, mortgage or other en- 





92 Liberty Street, New York 6, N. Y. 
~~. WOrth 2-0832 : 


cumbrance. 
3. The time allotted the policy- 
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hoé.der for filing proof of loss has 
been extended to 91 days. 

The borrower of an insured 
automobile is protected against 
legal action by the owner’s insur 
ing company for damage that oc 
curs while the automobile is in the 
borrower's possession. 

The family automobile policy 
provides for the settlement of an) 
loss on a borrowed automobile 
either with the insured or the 
owner of a borrowed car. 

6. The policy affords coverage 
on a borrowed utility type trailer 
up to a limit of $500. 

The insurance provided when 
the policyholder uses another pri 
vate passenger automobile not 
owned by him has been broadened 
for all coverages, including tow- 
ing and labor costs; to provide in- 
surance when the borrower per 
mits another to use the vehicle; to 
protect the borrower for the 
amount of the difference when his 
insurance has a smaller deducti 
ble than the owner’s policy; and to 
cover a private passenger automo- 
bile borrowed from an automobile 
sales agency, or service station. 

8. The assignment provision of 
the policy has been amended so 
that in the event of the death of 
the named insured the surviving 
spouse will continue as the named 
insured and provision has been 
added to cover his legal represent- 
ative as named insured while act- 
ing in the scope of his duties and 
to cover any person having proper 
temporarv custody of an owned 
automobile until the qualification of 
such legal representative. 


“Instead of discussing your policy over 
coffee I'd rather discuss it over a big, 
thick t-bone!" 
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PEERLESS WORKS WAYS TO SELL 


/ 
COMPLETE INSURANCE PROGRAMS 


Selling i made twice as 
effective with the exclusive 
“OrcANIZER” sales aid for 
hire, Casualty and Bonding 
protection, One, it gives 
clients and prospects a clear, 
concise picture of their 
insurance program, showing 
the need for additional 
protection. Two, it refreshes 
the agent’s memory, so that 
he knows exac tly wh il kind 
of insurance to sell. And to 
make the handling of urety 
bonds a ny leas A BC, 
there’s the Peerless 
“simptivien’, All Peerte 


elling plan hely you ell 





more, because they leave 


nothing to chance or 
memory! Write for full 


details today! 


“ORGANIZERS” 


PEERLESS 
Smurance Mm fluly 


AITO, 
KEENE, NEW HAMPSHIRE 





BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 


Consulting Actuaries 


Jean Conrad Robert A. Richardson 


CLEVELAND 


Edward D. Brown, Jr. 
CHICAGO 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 











Your Mutual 
Benefit Life 
Man SAYS: 


There 


| isa 
difference 
between 
selling 


policies— 
and 
meeting 
needs.” 


From the client’s standpoint it can 
easily be the difference 
complete satisfaction and utter dis- 
appointment, From the life insur- 
ance agent's standpoint it can be the 


between 


difference between a richly reward- 
ing career of service and a dull day- 
to-day existence. Because Mutual 
Benefit’ Life men like Roane T, 
Sias of San Francisco, put the em 
phasis on “meet. 
ing needs,” then 
clients are happy 
and they them- 
selves “are SUCCOUSS.- 
ful. The Mutual 
Benefit’ Life In- 
surance Com- 
pany, Newark, 


New Jer Bey. 
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werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


Who Reads His Policy? 


Those old vaudeville jokes about 
the small print in insurance policies 
must have been resurrected for the 
case of Maryland Casualty v. Mor- 
ris Oil Corp. (U. 8. Court of Ap- 
Fourth Circuit, May 19, 
1956). The oil company’s liability 
policy specifically stated that it did 
not apply to liability for accident 


peals, 


due to the erroneous delivery of 
gas or oil. After an accident caused 
by such an erroneous delivery, the 
oil company 
avainst the carrier to reform the 
policy to include such coverage. 
They also sought to recover a judg- 
ment for $5,041.60 which they had 
been required to pay in damages 


brought an action 


because of the accident. 

The basis of the oil company’s 
claim for reformation of the policy 
was that there had been a mutual 
mistake in issuing the policy and 
such coverage had been intended to 
be included in the policy. The of- 
ficials of the oil company testified 
that they instructed the agent of 
the carrier to include such coverage 
and he promised to do so, assuring 
them that the policy which he de- 
livered contained such a provision. 
The agent of the carrier did not 
deny this testimony but said that 
he did not recall the conversation. 
The oil company officials readily 
admitted that they had never read 
the policy. 


The court granted a reformation 
of the policy and the damages 
sought on the ground that there 
had been a mutual mistake in issu- 
ing the policy. Regarding the ques- 
tion of reading the policy, the court 
had this to say: 

“Tt is. 
recovery is barred in this case by 


however, contended that 


the negligent failure of the officials 
of the oil company to read the 
policy and see what was there 
plainly set out. None of them actu- 
ally read the policy except to ascer- 
tain the limits of the liability of the 
insurance company. Ordinarily one 
is bound by the contents of a writ- 
ten contract which he has had an 
opportunity to read and has signed 
and he may not escape the liabili- 
ties which it imposes by claiming 
ignorance of its contents. See 
Ashby v. Dumouchelle, 185 Va. 
724, 733; Peoples Life Ins. Co. v. 
Parker, 179 Va. 662, 667. 

“The Supreme Court of Appeals 
of Virginia, however, has given its 
approval to the rule laid down in 
No. 508 of the Restatement of Con- 
tracts, that the negligent failure of 
a party to know the facts as to 
which both parties are under a mis- 
take does not preclude reformation; 
and the Court has decreed reforma- 
tion in cases involving insurance 
policies, which the insured failed 
to read, pointing out that they are 
rarely examined with care by the 


THE SPECTATOR 








insured and that this lack of vigi- 
lance is excusable when it is shown 
conclusively that a mistake has 
been made by the insurance com- 
pany as well as the insured. See 
Royal 
Exchange, 157 Va. 94; Bankers Ins 
Co. v. Henderson, 196 Va. 195. In 
Royal 
Exchange, supra, the Court quoted 
with approval the statement that 
it depends on the facts and circum- 


Dickenson County Bank v. 


Dickenson County Bank v. 


stances of each case whether the 
failure of the insured to examine 
the policy is such negligence as de- 
feats his right to reformation, it 
being sometimes held that the neg- 
ligence is fatal, but more often that 
it is not. We think that reforma 
tion was justified under the cir- 
cumstances of the pending case.” 
This case does not stand for a 
broad proposition that no one has 
to read his policy (small print or 
large). You will note the court 
specifically points out that “it de 
pends on the facts and circum: 


stances of each case.’ 


How Small Is Pilferage? 

The insured suffered a loss of 
1435 pounds of seed cotton by theft 
The cotton was taken from a trailer 
truck. 


sand pounds of seed cotton had 


Some eight or nine thou- 


been loaded on the trailer prior to 
the theft. The policy in question 
“THIS POLICY 


within the 


read as follows: 
INSURES, 


provisions, and except as herein 


foregoing 


after provided, seed cotton (a) 
while on land against loss or dam- 
age caused by fire, lightning, cy 
clone, flood, tornado, collision, col 
lapse of bridges and overturning of 
vehicles, (b) while on ferries and 
or in cars on transfers or lighters 
against loss or damage caused by 


fire and marine perils; (c) agains 


theft of an entire load, but does not 
include pilferage.”’ 

The trial court found in favor of 
the insured, awarding damages fo! 
the loss of the 1435 pounds. On 
appeal by the insurer, however, this 
decision was reversed for the fol- 
lowing reason: 

“Appellant (insurer), contends 
that the trial court was in error in 
entering judgment for appellee 
sured) in this state of fact 
cause appellee’s loss was not 
ered by the policy. Appellee 


September 1956 





tends that 1435 pounds of cotton 
when loaded on a one-bale trailer 
would constitute an approximate 
load. We think this 
strained construction to put on the 
It will be noted 


would be a 


terms of the policy 
that the policy also covers loss of 
seed cotton by virtue of cyclone, 
fire, lightning, flood, tornado, col 
lision, collapse of bridges and ove) 
turning of vehicles, but that cov 
erage is not restricted to the los 
of an entire load. 
“The policy covered any lo 


virtue of these contingencie 


Pottsville, Pa., is the site 
of this outstanding tribute 
to Tlenry Clay noted 


tatesman and orator 


Historical 
Fy Henry Clay 


who hye Iped make 


mionument 


Phe history of the 
dating back to 1882, ha 
to mnprove its 


Phere are now Ov ol 


Baltimore 


Baltimore 
beer conn ol continmuou 


usefulness to the comunmunite 


Lift eCryve 
through at Pott ville 


it appears to us that the language 
of Section (c) above is entirely dif 
ferent in that it insures against 
theft of an entire load, and in this 
case we are concerned with a load 
of about eight or nine thousand 
pounds. It certainly cannot be con 
tended that the loss of less than 
one-fifth of an entire load amounts 
to theft of the entire load in ques- 
tion. 

“Appellees contend that because 
the clause also excludes ‘pilferage’ 
that it was the intention of the con 

Continued on page 44 
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American history 


Lift In urance OLpany 


strivinw 
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Pottsville and viemuty 
1); trict Otles al S06 


Schuylkill Trust Company Bldg 
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baltimore 
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Verdict 


Continued from page 43 


tract to cover any part of the en 
tire load except that amounting to 
petty theft. It seems to us that 
‘but does not include pilferage’ 
makes more certain that the policy 
was not intended to cover anything 
less than the entire load, otherwise 
there would have been no purpose 


in adding the clause.” 


There was a dissenting opinion, 
ummarized in these words: 

“It is appellant’s contention that 
since the entire load was not taken 
the loss was not covered by the 
policy. There was testimony that 
in the vernacular of farmers a bale 
of cotton constituted a load. The 
trial court took this view of the 
matter, and I think correctly so. 
In my opinion an entire load in- 
cluded a substantial part thereof. 
This is a case where application of 
the general rule that a liberal con- 








Our Newest 
Professional Coverage . . . 


BUSINESS EXPENSE 
DISABILITY INSURANCE 


READING * 





Doctors, lawyers, dentists, architects, accountants and 
other professional people desire Business Expense Dis- 
ability Insurance. Premiums can be tax-deductible as 


a necessary business expense. 


Add this important coverage to your portfolio now. 
Write today for complete details. 


huvevicem Caesaelhy 


COMPANY 
PENNS YLVAWNIA 


Our eutstanding facilities in the Accident and Health field include Individual, 
Group, Special Risks, Specified Disease, Group Travel and Tripmaster 








struction in favor of the insured 
should control.” 

(New York Fire Ins. Co. v. Ashle y, 
Texas Court of Appeals, April 12, 
1956.) 


Technical y. Ordinary Meaning 
Of Words in Policy 


The plaintiff obtained an Acci- 
dent & Health policy with provision 
for hospital and medical expenses. 
The policy provided a waiting peri- 
od of twelve months in the case of 
“tonsils, adenoids, hemorrhoids and 
hernia.” Within one year from the 
date of issuance, the plaintiff-in- 
sured developed a condition diag- 
nosed as diaphragmatic hernia. The 
herniation consisted of the projec- 
tion of the stomach into the dia- 
phragm normally occupied by the 
esophagus (gullet), and in the in- 
sured’s case the opening was large 
enough to permit the stomach free- 
ly to enter into the thoracic (chest) 
cavity. He was operated on for 
this condition, incurring medical 
and hospital expenses which the 
company refused to pay because it 
was a “hernia.” 

The question was litigated and 
the trial court awarded judgment 
for the insured. The company ap- 
pealed to the Louisiana Court of 
Appeal which reversed the trial 
court and dismissed the insured’s 
suit. The Court of Appeal said that 
the condition was a hernia and 
hence not covered. The insured ap- 
pealed to the Louisiana Supreme 
Court. The latter 
Court of Appeal and reinstated the 
judgment for the in- 


reversed the 


trial court’s 
sured. 

The pertinent parts of the Su- 
preme Court’s reasoning is found 
in these words: 

“The question here presented is 
whether the unqualified word 
‘hernia’ as used in the health and 
accident policy should be techni- 
cally construed under Article 1947, 
or whether the word should be con- 
strued in its plain, ordinary, popu- 
lar sense under Article 1946, which 
provides that the words of a con- 
tract are to be construed, like those 
of a law, in the common and usual 
signification. 

“In a strict, technical, and medi- 
cal sense, a hernia is any protrusion 
consisting of an organ or part 
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projecting through some natural or 
accidental opening in the walls of 
its natural cavity. See Webster’s 
New International Dictionary (2nd 
ed. Unabridged). According to the 
evidence, inguinal, femoral, umbili- 
cal, epigastric, and diaphragmatic 
hernias are a few that are asso- 
ciated with the abdomen. However, 
in its technical sense the word in- 
cludes also ruptured intervertebral 
disc, cerebral hernia, hernia of the 
eye, hernia of the lung, and in fact, 
any protrusion through an abnor- 
mal opening. On the other hand, 
in its ordinary, popular sense, the 
word ‘hernia’ means simply a rup- 
ture or noticeable protrusion from 
some part of the abdominal cav- 
ity. 


“It must be remembered that a 


contract of insurance is prepared 
by the insurance company, and that 
the company contracts through its 
agents with ordinary laymen who 
do not know the technical meaning 
of medical words and phrases. No 
doubt this is one of the reasons 
why the courts in construing the 
meaning of medical words and 
phrases found in health, accident 
and sickness policies have consis 
tently said that such words and 
phrases should be understood in 
their plain, ordinary, and popular : : 
sense rather than in their scien- Pittsburgh, key industrial 
tific sense. city and expanding insur- 
“in the instant case we do not ’ ance market, is the location 
sone the partion arrerie that une of Great-West’s newest 
word ‘hernia’ should include, for ’ ; 
instance, a hernia of the brain or a branch. The opening this 
hernia of the lung or a hernia of Y" iu," . spring of our 56th branch is 
the eye. We think it is proper that " in keeping with Company 
their intention should be deter- 
ined in accordance with the plain : progress and development 
mined in accordan I , 
ordinary, and popular sense of the over the past decade. In 
language which the parties used in | that period 14 new branches 
the contract, that the Court of Ap- were opened, total business 
peal improperly applied the pro- ; , ‘ 
ae stele 1047 r in force tripled, and assets 
visions of Article 1947 in denying | - 
plaintiff recovery, and that the | fl increased from $245,000,000 
court should have properly con- to $556,000,000. 
strued the exclusion clause under 
the provisions of Article 1946 of 
the Civil Code and should have 
found that the word ‘hernia’ means 


: P tHe 
simply a rupture or noticeable pro- 


trusion of part of the viscera > ann on wr Fy V | — 
: i REAT*WEST Gi 

through the front abdominal wall, heme / i A } | 

which is the common, ordinary, ac- ASSURANCE COMPAHY 

cepted meaning of the word.” WEARS OFF8CE - WiNwrhES. Cannes 

(Sequin v. Continental Service Life 

& Health Ins. Co., Louisiana Su- 

preme Court, June 11, 1956.) 
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Life Package Introduced 

A new insurance package com- 
bining life and non-cancellable 
accident and sick- 
ness disability 
with optional hos- 
pital and nurse 
rider has been an 
nounced by United 
Life and Accident. 
Included in the 
package are options of waiver of 
premium and double and 
indemnity. 


triple 


Accident and sickness disability 
and accident disability features 
are both offered with choice of 24- 
month or 60-month benefit periods. 
The accident disability benefit is 
issued only with first day cover 
age. Accident and sickness dis- 
ability is issued with choice of 7, 
14, or 30-day elimination periods. 


For Farther Information Cirele 218 on Card 


Life Plan for Children 


A life insurance plan for chil- 
dren, called Estate 
Builder, has been introduced by 
the Aid Association for Luther- 
ans. One feature of the plan pro- 
vides for return of premiums if 
insured child dies before anniver- 
sary of register date of the cer- 
twenty-fifth 


Juvenile 


tificate nearest his 
birthday. 

Designed to start children to- 
ward financial self-responsibility, 
the Juvenile Estate Builder offers 


insurance protection beginning at 


46 


$500 prior to age 1 and $1,000 
from age 1 to insurance age 16. 
From 16 to 19 the amount of in- 
surance increases $1,000 annually 
up to $5,000, with premiums un- 
changed. The plan is paid up at 
age 65. 


for Further Laformation Cirele 214 on Card 


Policy Meets Business Needs 


National Life of Vermont has 
announced a policy especially de 
signed to meet business and pro- 
fessional needs. Authorized for 
sale in 43 states, the policy has a 
$15,000 minimum issue. 

Features of the new Life 
Paid Up at 95 male contract in 
clude high early cash values, 
female rates three years below 
male rates, and a change of plan 
changes” at 


clause permitting 


any time to a higher premium 
plan. Also guaranteed by the pol- 
icy is the use of settlement options 
for the benefit of corporations, key 
men and their beneficiaries. 


For Farther Information Cirele 215 on Card 


Auto Service Station Policy 


A combination automobile ser- 

vice station policy has been devel- 

oped by Pacific In- 

demnity in most Pa- 

cific Coast states. 

Limit sizes vary 

with up to $100,000/ 

$300,000 for liability 

coverages and $200, 

$400 or $600 limits for the bur- 
glary, robbery and theft portion. 


Coverage includes bodily injury 
liability arising from operations 
on premises or through use of 
automobiles not owned or hired; 
property damage, including $50 
deductible coverage on products 
liability away from the premises 
(completed operations) ; and auto- 
mobiles of customers in charge of 
the insured for collision or upset. 


For Further Information Cirele 216 on Card 


Errors, Omissions Insurance 


Data on errors and omissions 
insurance for insurance agents 
and brokers is now available from 
Southern Marine and Aviation 
Underwriters. The coverage in- 
demnifies assured against a claim 
or claims for breach of profes- 
sional duty which may be made 
against them by reason of negli- 
gent act, errors, or omission com- 
mitted by assured or staff of as- 
sured in professional conduct of 
their business. 


For Further Information Cirele 217 on Card 


Disability Income Plans 
disability income 
non-cancellable and 


Two new 
plans, both 
guaranteed renewable to age 65, 
have been introduced by Metro- 
politan Life. One of the plans, the 
Extended Disability Income pol- 
icy, provides a monthly payment 
for total disability from either 
accident or sickness, with full 
benefits for the first two years, 
followed by half benefits to age 
65. A principal sum benefit is also 
provided for accidental loss of 
life, limbs, or sight, and a waiver 
of premium for total disabilities 
lasting more than 90 days. 

The second plan is a personal 
accident policy providing lifetime 
coverage from the first day of 
total disability by acci- 
dent, and partial disability bene- 
fits for a maximum of six months. 


For Further Information Cirele 218 on Card 


caused 


Association A and H 


Bankers National 
Life has marked en- 
try into the associa- 
tion accident and 
health insurance 
field by announcing 
availability of its 
President’s policy to fraternal, 
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labor, bar, dental, medical or 
other associations. Attached is an 
endorsement making the policy 
non-cancellable as an individual. 

In addition to savings, advan- 
tages of the plan include: no phys- 
ical examination for policy, full 
accident and sickness coverage to 
age 70 with maximum entry age 
65 inclusive, no house confinement 
required for benefits, and no pol- 
icy reduced in coverage or re- 
stricted after issuance. 


For Further Information Cirele 219 on Card 


New Non-Can A and § 


State Mutual Life has added a 
Disability to Age 65 contract to 
its portfolio of non-cancellable 
Sickness and Accident coverages. 

This new policy for men may be 
written in amounts of $100 to 
$300 per month subject to overall 
limits. A participating plan, the 
policy will pay dividends in cash 
or by using them to reduce pre- 
mium payments. A selection of 
three different elimination periods 
is available—30 days, 90 days or 6 
months. 

The Disability to 65 contract is 
guaranteed continuable to age 65, 
has guaranteed level premiums, is 
incontestable after two years, has 
a 31 day grace period, is non- 
prorating, non-aggregate and non 
house confining. 


For Further Information Circle 220 on Card 


TIAA Major Medical Plan 


A Major Medical Expense plan 
for educational institutions, will 
be issued by Teachers Insurance 
and Annuity Association, starting 
next month. An appropriation by 
the Ford Foundation will provide 
a substantial contingency fund 
and will cover development costs. 

Designed to absorb the impact 
of large medical bills for college 
staff members and their families, 
the new contract may be added to 
basic health insurance plans such 
as Blue Cross-Blue Shield. A de- 
ductible will be included, with $50 
the minimum and $500 the max- 
imum. 


For Further Information Cirele 221 on Card 


Substandard A and H Plan 


Guardian Life has announced 
its entry into the substandard 
A & H field on an across the board 

Continued on page 48 
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Contracts and Policies 


Continued from page 47 


basis. The company’s program of 
substandard A & H has three sepa- 
rate groups of rating classes. 

The first group 
classes of percentage 
applied to the 
premium for the 


includes nine 
ratings 
which are gross 
policy. The sec- 
ond group, accident flat 
are used for certain impairments 
which present an accident hazard, 
but no additional health hazard 
The third group, 
health flat ratings, are 
for use in 


ratings, 


accident and 
intended 
with 


dealing impair 


ments which are rateable, but in 
which the 


increase with advancing age. 


extra hazard does not 


For Further Information Circle 222 on Card 


"Plain Language” A & S Form 

Occidental Life of 
has introduced a new 
guage” accident and 
sickness form written in terms the 


California 
“plain lan- 
policy, an 


policyholder can understand. 


Through large print, accents of 
color, short sentences and para- 
graphs, the contract defines cover- 
ages provided, explains broadened 
benefits, 
exclusions and limitations. Simpli- 


and clearly points out 
understanding, 


i.e. substitution of “we” for in- 


fied terms assist 


surance company, Insurer, etc., 


und “you” for policyholder, in- 


sured, party of the first part, etc. 

A feature of the policy is a pro 
vision for sickness 
to effective 


provided 


commencing 
date 
insured had no 


prior of policy, 
knowl- 
edge of its existence nor had re- 
ceived medical treatment. The pol- 


icy also provides an additional 
amount of 15 per cent of surgical 
schedule for anesthetist’s fees. 


For Further Information Cirele 223 on Card 


Contracts and Policies Notes 
Manhattan Life 


dividend scale 


has revised its 
upward on the Re- 
tirement Annuities and Life An- 
nuities. 

Massachusetts Mutual Life has 
upped non-medical limits to 
$15,000 for ages 0 to 34 and to 
$10,000 for ages 35-40. 


7 


1 oN THE MARCH EVERYWHERE | 


we | NATIONAL CASUALTY COMPANY 


# ‘“ ’ 


lt ake, 


Everybody's cheering National Cas- 
ualty's sound protection—the finest in 





high! 


own Direct Agency— 


iid your ency 
Establish and bu nal Casualty 99 
attractive rye nCitories now @ 


vailable. 
Address: Acci- 


in se 
appo ntments a vor 
Virtte teen etal Jotionel Casualty Company. 
Detroit 26, Michigan. 


Disability Income, Hospitalization & 
Surgical coverages for the Individual, 
Family, Franchise or True Group case. 





Remember—It's Easiest to Sell the Best! 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


“Are You a Good Seaman?” 

A folder for yachting clients is 
now available from Home Insur- 
ance for agents and brokers who 
write yacht insurance. 

“Are You a Good Seaman?” by 
Commodore Jack Baylis, U.S.C.G. 
(Ret.), 
manship including: A good sea- 
man knows the laws of the sea, a 


contains six tips on sea- 


good seaman is a safe seaman, and 
a good seaman is considerate of 
others. 


For Further Information Circle 55 on Card 


Analyzing Electronic Systems 


Opportunity will be given for 
analyzing systems and procedures 
during industry group program 
at an international meeting of the 
Systems and Procedures Associa 
tion of America on Oct. 22-24 at 
Philadelphia, Pa. 

Of special interest to insurance 
personnel will be a discussion of 
‘Registration of Premiums by the 
Use of Electronic Equipment” by 
W. G. Bregartner, systems depart- 
ment manager of Chubb and Son, 
Short Hills, N. J. Other insurance 
include C. G. Vander 
comptroller of 


speakers 
Feen, assistant 
Fireman’s Fund Group, on “Proc- 
essing of Claims and Losses,” and 
A. R. MacLeary, chief accountant 
of Insurance Company of North 
America, on “Processing of Ex- 
penses.” 


For Further Information Circle 56 on Card 


Envelopes—How-to-Use- Em 


“If you use envelopes in your 


busines s—and who doesn’t 
says Columbia Envelope Company, 
“you'll probably find our new how- 
to-use-’em book both functional 


and entertaining.” 
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“Type for Envelope Designs” is 
a 100-page spiral bound reference 
volume designed to show envelope 
users how to get the most out of 
their envelope dollars. Fifty-four 
type specimens, representing Co- 
lumbia’s own printing facilities, 
are displayed throughout the book 
in familiar proverbs and witty 
sayings. 

Envelope styles, a variety of 
methods of displaying postal in 
dicia, suggested corner card de 
signs, paper samples and numer 
ous business reply form examples 
are included in the booklet, which 
sells for $1.00 a copy. 


For Further Information Circle 5 


Fire Prevention Week Aids 

The National Board of Fire Un- 
derwriters has available a selec 
tion of free material prepared to 
assist insurance firms in their lo 
cal observance of Fire Prevention 
Week from Oct. 7-13. 


INSURANCE 


USE REPLY CARD ON THIS PAGE 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
It merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











Included are kits of spot an- 
nouncements to be distributed to 
broadcasting stations and prints 
of a special one-minute film “The 
Little Also 


are data on organizing a Fire Pre 


Fireman.” available 
vention Week committee. 


For Further Information Circle 58 on Card 


Machine Writes Entire Letter 


An Addressograph machine that 
will write a complete letter with 
name, address, salutation, letter 


Continued on page 5! 





NBFU Issues “Windstorm Damage Prevention” 


Table from “Windstorm Damage Prevention” 


How to prevent windstorm dam 
age and loss of life and property 
during severe storms is detailed in 
a new 40-page booklet “Windstorm 
Damage Prevention,” issued by 
the National Board of Fire Under 
writers. 

Designed for use by architects, 


engineers and others concerned 


with building standards, the book 
let describes frequency of torna 
does, hurricanes, etc., their occur 
rence and characteristics, as well 
as their effects on buildings. Also 
outlined are steps to be taken on 
approach of a storm to minimize 
chance of accidental 
death. 


injury or 


For Further Information Cirele 59 on Card 





Product Feature: 


Chicago IBM Center 
Serves Midwest Companies 


| pen the expanding Midwest 
went International Business 
Machines Corporation early this 
summer. Purpose—establishment 
in Chicago of what the company 
terms the “most advanced com- 
mercial data processing center’ 
in that area. 

Already 48 Midwestern busi- 
nesses, running the gamut from 
manufacturers to educational in- 
stitutions to insurance firms to 
public utilities, are using a total 
of 100 IBM “electronic brains.” 
Of these 48 businesses, ten are in- 
surance companies. 

These are among the many 
firms that can use the Center, 
whose primary purpose is to pro- 
vide facilities for IBM customers 
in the western half of the United 
States to test programs before re- 
ceiving IBM 705 machines. (A pro- 
gram is a series of instructions 
given a unit to guide it through 
the many steps of a complex oper- 
ation, such as preparation of a 
payroll.) 


Largest "Brain" 
The 705 unit, featured at the 
Center, is the latest of the firm’s 


large-scale 


brains.” 
According to IBM, the Center's 
705 contains the largest magnetic 
core “memory” capacity of any 
705 yet installed. This same 705 
will serve as a training tool for 
customer personnel and for sales 
demonstration purposes. 

The ten Midwest insurance or- 
ganizations are using a total of 18 
electronic units at present. 


“electronic 


Expected to be a large user of 
IBM data processing equipment 
in the fire and casualty field, State 
Farm Mutual Automobile, Bloom- 
ington, Ill., has two 650 magnetic 
drum data processing machines 
now installed in the home office 
and one each in two regional of- 


50 


fices. It has ordered 20 more for 
12 regional offices throughout the 
0.8. 

The first 650 installed by an in- 
surance company in the Chicago 
area is at Zurich-American Com- 
panies. Initially the machine is 
consolidating collection data and 
recording and classifying transac- 
tions by branch, agent and type of 
insurance. 

lowa Mutual Insurance, DeWitt, 
Iowa, uses its new 650, for auto- 
matic premium rating of automo- 
bile policies. Northwestern Mu- 
tual Life, Milwaukee, Wisc., will 
start a 650 to work this month 
computing annual dividends for 
more than 1,600,000 policies. 

Employers Mutuals, Wausau, 
Wisc., has begun handling of au- 
tomobile policy rating and pre- 
mium distribution reports with a 


new 650. Later this year, Hard- 


ware Mutuals will begin using a 
650 for premium, loss and expense 
distribution figures. 

Royal Neighbors of America, a 
fraternal life company in Rock 
Island, Ill., utilizes a 650 to audit 
4,700 camp reports per month. 
New policies are checked and 
rates on renewal policies deter- 
mined by a 650 in operation at Na- 
tionwide Columbus, 
Ohio. 


Insurance, 


Center Aids IBM Users 


An IBM 705 
processing machine has 
scheduled for installation at St. 
Paul Fire and Marine, St. Paul, 
Minn., while Michigan Hospital- 
Medica! Service has ordered a 705 
to tackle task of up-dating records 
for 1,350,000 


daily basis. 


electronic data 
been 


subscribers on a 


With the opening of its “data 
processing center” at 310 South 
Michigan Avenue in Chicago, IBM 
has brought to the Midwest the 
opportunity for these and other 
company executives to study this 
electronic giant, the 705, in ac- 
tion, to watch it process their own 
figures, and to use its speed and 
ability on special company prob- 
lems. 


For More Information Circle 51 on Card at Page 48 


LATEST ELECTRONIC "BRAIN," a 705 similar to one above, is displayed at Interna- 
tional Business Machines Corp. commercial data processing center in Chicago. Center 
provides program testing, personnel training facilities for IBM Midwest customers. 
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Products and Services 


Continued from page 49 


head in color, date, text and sig- 
nature, has been announced by 
Addressograph-Multigraph Corpo- 
ration. 

In addition to producing a per- 
sonalized letter for less than a 
penny, the Addressograph Mode! 
1938 will print and personally 
identify a reply card, and write a 
return address and postal indicia 
simultaneously with addressing of 
the envelope. 


For Further Information Circle 60 on Card 


Chest of Candles 


An ideal Christmas gift for 
company associates and business 
friends, according to Will and 
Baumer Candle Company, is one 


Taperlite Candles 


of their sturdy chests of drawers 
containing three dozen Taperlite 
dinner candles. 

Individual packages of two 
candles each are held in three 
draw-out tiers. Each tier holds a 
dozen candles, in either 10, 15 
or 18 inch lengths. Equally as- 
sorted among the sizes are white, 
old ivory or yellow hand-dipped 
candles. 


For Further Information Cirele 61 on Card 


Hand Addressing Speeded 


A newly designed Scriptomatic 
Hand Addresser provides a com- 
plete kit with chrome plated all- 
metal addresser, spare parts, 100 
carbon hinges, lightweight mas- 
ters and instructions. Spirit dupli- 
cator fluid is held in the addresser 
handle. 

The Scriptomatic 
volves typing or writing on a 

Continued on page 52 


system in- 
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> 7 You're in 
> the picture... 


If you use six-months 


KEMPER-MATIC 


automobile policy 


Thousands of agents in nearly every state are meet- 
ing non-agency competition with Six-Months KEMPER- 
MATIC Automobile policies. 

Kemper-Matic almost sells itself to prospects with 
these points: 
¥ Annual premium cut in two — no service charge 
¥ Same standard automobile contract 


¥ Dividends to policyholders, as declared, are paid every 
six months at same rate as annual Kemper policies 


AGENTS LIKE KEMPER-MATIC FOR THESE PLUS FEATURES: 
+ Company does renewal work — machines write up 
renewal for you... BUT 
You deliver notices 
You collect premiums 
You handle all contacts with clients 
No invoices to type — your sticker or rubber stamp on 
renewal notices make them your bill to client 


+ Eliminates collection worries 


AND KEMPER-MATIC IS ONLY ONE OF THREE BIG KEMPER INNOVATIONS: 
1. Kemper-Matic 
2. Kemper Approved Insurance Advisor advertising 
program 


3. The Kemper Booklet Automobile Policy 


If you are interested in learning more details 
about how Kemper-Matic can go to work for 
you, write N. C. Flanagin in the home office. 


DIVISIONS OF 


KEMPER © 


INSURANCE i 


Lumbermens “MU CW’ 


5 . 
JN NCUCUN MOTORISTS INSURANCE COMPANY 
Jomes 6. hamper, chairmen Hothewey G Kempe: prewdent 


MUTUAL INSURANCE BUILDING © CHICAGO 40 CHICAGO 40 


Branches in: Atlanta, Boston, Columbus, Dallas, Los Angeles, New Orleans, New 


York, Philadelphia, San Francisco, Seattle, Summit, N. |., Syracuse, Toronto 
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THE 
STURGIS 


1400-G 


Ha a high hach 
pho likes to be up to 
shoulders in comfort 


for the man 


POSTURE 
CHAIRS 
THE STURGIS POSTURE CHAIR COMPANY 


Sturgis, Michigan 


a 





Products and Services 


Continued from page 51 


lightweight paper or card master 
backed with a carbon hinge. This 
leaves a carbon deposit good for 
100 or more copies. The hand ad- 
dresser is used to moisten material 
to be addressed so that the ad- 
dress transfers from the 
with light rolled pressure. 


For Further Information Cirele 62 on Card 


Electric Punching Unit 


General 


master 


3inding Corp. has an- 
nounced a portable electric punch 
ing unit that rapidly punches rec- 


Electric Puncher 
tangular holes in sheets of paper 
to be bound with any model of the 


firm’s plastic binding equipment 





THERES ALWAYS 
A WAY OUT! 





Going around in circles regarding 
Agency-Company 
frustrating That's why 
Northern Northern is 


experience 


always says 


policy can be a 


or metal loose leaf folders. 
Designed to only 1% 


square feet of space, the Power-A- 


occupy 


Matic punch is equipped with a 
1/3 H.P., 115-230V, single phase, 
60-second electric motor with au- 
tomatic overload protection. Fin- 
baked 
enamel, the unit has a punching 


ished in green hammered 
area of 12 inches. 


For Farther Information Circle 63 on Card 


Simplifying Paperwork 

The latest edition of “Paper- 
work Simplification,” published by 
Standard Register, highlights 
three articles on advanced paper- 
work techniques and presents five 
other case studies in simplifica- 
tion. 

“Making a Computer Pay,” by 
Dr. H. N. Laden, chief of com- 
systems developments for 
and Ohio Railway, 
steps 


puter 
Chesapeake 
details the involved in 
Univac programming. In “Pat- 
tern for Paperwork Simplifica- 
tion,” R. R. Tekulve, forms con- 
sultant of Standard Register, ex- 
plains the paperwork pattern and 
suggests improvements. 








UNITED STATES 
CASUALTY COMPANY 


an Agency Company . . first, last 
and always! Northern Agents know 
where they're going—their security is 


our most important consideration 


The NORTHERN ASSURANCE has pro 
vided reliable insurance protection for 
over 120 years 


Home Office 
60 John Street New York City 


THE NORTHERN ASSURANCE CO. Ltd. Casualty - Fire - Marine - Surety 





FIRE AND ALLIED LINES, AUTOMOBILE INLAND 
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Robert O. Eberbach, president 
of Eberbach and Son, tells in “No 
Measure for IDP” why integrated 
data processing can apply to the 
progressive smaller firm. 


For Further Information Cirele 64 on Card 


Rotary File Introduced 

A rotary file with ready access 
to 70,000 cards has been intro- 
duced by Ferris Business Equip- 
ment Company. Two writing 
shelves, one on each side, permit 
two clerks to sit and work com- 
fortably at the file, said the firm. 

The unit is equipped with lights, 
control switch, clock, dial, built- 
in compartments and switchboard 
within easy reach of operators. 


For Further Information Cirele 65 on Card 


Cloth Keeps Windows Fog-Free 
A whisk of a cloth called Fog 

Bond keeps auto or house windows 

clear and free of fog and conden 


Wipes Away Fog 


sation, according to Riverbed 
Chemical Research Company, 
manufacturers. 

When condensation starts to 
form, the user detaches a cloth 
from the pack and wipes over the 
window. One application will pre 
vent car windows, kitchen win- 
dows or bathroom mirrors from 
fogging, said the manufacturer. 


For Further Information Circle 66 on Card 


X-Ray-Proof Lock 


A combination lock that defies 
X-raying has been announced by 
Sargent and Greenleaf Inc. Such a 
device will guard against the pos- 
sibility of reading the combina- 
tion of a lock by taking X-ray 
photos through the whole safe, 
said the company. In addition to 
its ability to withstand X-ray, the 
lock incorporates all manipula- 
tion-proof features of the firm’s 
standard lock. 


For Further Information Circle 67 on Card 


September 1956 





Insurance Company of North 
America is one of the nation’s lead 
ing markets for reinsurance, as well 
as the oldest stock fire and marine 
insurance company in America. Its 
leadership is the result of its finan 
cial capacity, its experience in the 
field and its safety and strength 
based upon its diversity of interests 


Among the many advantages to 
you inherent in dealing with North 


Bringing Stability to Your 


REINSURANCE 


America is the company’s stability, 
mace possible by its world-wide 
This in 
turn reinforces the multiple line op 


multiple line operation 


erations of the company reinsured 


We invite you to discuss your re 
insurance requirements with us 
Write or telephone our Reinsuranes 
Department. If you use the services 
of a Reinsurance Broker, ask him 
to get in touch with us, 


REINSURANCE DEPARTMENT 
NORTH AMERICA COMPANIES 


Insurance Company of North America 


ey 


Indemnity Insurance Company of North America 
198 
\ 7) Philadeiphia Fire and Marine Insurance Company 


Protect what you have© 


Philadeiphia 1, Pa. 
Rittenhouse 6-7900 











FRANK M. SPEAKMAN 


Consulting Actuary 
p—— 
E. P. HIGGINS 
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American Home Assurance Company 
The Insurance Company of the State of Pennsylvania 


EXECUTIVE OFFICE 
59 John St., New York 38, N. Y. 
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Insurance Executives Bookshelf 


Improving Attitudes 


“How to Be a Better Life Insur- 
ance Salesman” is the philosophy 
of selling of Edwin R. Erickson, 
an outstanding general agent for 


John Hancock Mutual Life. 


This is not a technical book, 
although it contains many tips for 


more effective selling. Mr. Erick 


son’s work is an “attitude book” 

one written to make a man proud 
of his vocation and aware that he 
can take from his business only in 
proportion to what he puts into it. 


For Further Information Cirele 68 on Card 


Tips on Public Relations 


A public relations man’s tips on 
public relations are presented in 


LIFE_INSURANCE 
Quer Mankat 
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If you associate the idea of low prices, modern mer- 
chandising and a complete stock with the word “‘super- 
market’’—you may safely think of American United 
Life as the supermarket of life insurance. 

Competitive from an actuarial standpoint, American 
United knows the value of a progressive underwriting 
attitude. Sales ideas, the life blood of the life insurance 
business, flow unhindered over a two-way street: from 
field force to Home Office and back again. And a “full 
line of merchandise” helps make the most of every 
call for American United representatives. 

Maybe that’s the reason American United Life is 
“going places’’ with good, sound business—profitable 
to the policyowner and agent alike. 


AMERICAN UNITED LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS * LIFE INCOME * LOW NET 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
* PENSION TRUSTS * MAJOR MEDICAL * NON-CAN DISABILITY * SPECIAL- 
STS IN THE FIELDS OF SUBSTANDARD UNDERWRITING AND REINSURANCE. 


a book by Charles E. St. Thomas, 
manager of advertising and sales 
promotion for General Electric 
Carboloy Division, entitled “How 
to Get Industrial and Business 
Publicity.” 

Published by the Chilton Com- 
pany, the volume covers subjects 
such as how to organize for pub- 
licity, forms and working proce- 
dures, how to release publicity, 
personal contact with the press, 
and relationship of publicity to 
advertising and sales. 


For Further Information Circle 69 on Card 


Handling Casualty Claims 
“Successful Handling of Casu- 
alty Claims,” by Patrick Magarick, 
head of National Surety’s casualty 
claim division, has been released 
by the Parker Publishing Com- 
pany. Subjects include: how to 
have an effective claim handling 
procedure, how to get the medical 
data you need, how to detect 
fraud, and how to evaluate auto 
property damage claims. 


For Further Information Cirele 70 on Card 


"40 Years of Economic Growth” 


A chart story recently released 
by the National Industrial Confer- 
ence Board tells the story of Amer- 
ica’s striking growth and tremen- 
dous potential. 

“Forty Years of Economic 
Growth” details current composi- 
tion of the working force, the eco- 
nomic position of the factory 
worker, the role of taxes and edu- 
cation. 


For Further Information Cirele 71 on Card 


Insurance Institute Journal 


The Chartered Insurance Insti- 
tute has announced publication of 
the “Journal of the Chartered In- 
surance Institute, Volume _ 53: 
1956.” 

Subjects discussed in this year’s 
edition include “Six Years of Em- 
ployers’ Liability,” “Motor Insur- 
ance Overseas,” and “Practical Use 
of the Electronic Computer.” 

Additional data is available 
from the Secretary, Chartered In- 
surance Institute, The Hall, 20 
Aldermanbury, London EC 2. 


THE SPECTATOR 





September 1. Talk first about 
the things a prospect or his family 
will need. Next, talk about money 
to buy the things that will be 
needed. Finally, talk about the in- 
surance to provide the money to 
buy the things. 


September 2. “Professionalism” 
in the insurance business is ser- 
vice. Diagnose first, then solve. 


September 3. Unless the cus- 
tomer gets the kind of insurance, 
the kind of settlement, and the 
amount of protection required at 
time of loss, he has been poorly) 
served. 


September 4. Every person has 
some kind of a need which creates 
a financial problem. Often these 
needs can be solved by the use of 
insurance. 


September 5. When you feel you 
need something, do you begin to 
desire it? 


September 6. When you desire 
something, do you try to obtain it? 
September 7. If you don’t buy 
it, is it because you have decided 
desirable 


there are other more 


things you need? 


September 8. In any insurance 
situation, a discussion of a pros- 
pect’s needs is more interesting to 
him than is a discussion of policy 
features. 


September 9. Put yourself in 
your prospect’s place. Think about 
his problems, his objectives, and 
what he must do to attain his 
goals. Your imagination will stim- 
ulate your prospect’s imagination 


September 10. There is a need 
to save money every month over a 
long period of years. 


September 11. There is a need 
to strengthen one’s chances for 
Jankers are in- 
intentions and 


financial success. 
fluenced by one’s 
efforts. 


September 12. There is a need 
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les briefs... 


A LINE A DAY... 


By Mel Blackburn, CPCU 


to accumulate a substantial emer- 
gency 
rainy day comes to everyone. 


fund. Sooner or later, a 


September 13. There is a need 
to save for one’s old age. “One 
ordinary father can support four 
children, but it takes four extraor 
dinary children to support one 
father.” 


September 14. There is a need 
to buy a mother’s time. Every year 
a man lives, reduces his wife’s 
chances of earning a living. 


September 15. There is a need 
to cover cash requirements of 
final expenses, in addition to the 


mortgage. This helps satisfy the 


need of being independent in one’s 
own home. 


September 16. There is a need 
for permanent insurance. The dif- 
ference between term and perma- 
difference 


nent is the between 


owning and renting. 


September 17. There is a need 
for an estate. The man who is not 
building an estate is living from 
day to day, hand to mouth. 


September 18. There is a need 
to first sell every insurance policy 
to yourself. If, after you have ana- 
lyzed your prospect’s needs, and, 
have convinced yourself that you 
wouldn’t be without the proposed 
insurance, then you can assume 
that your prospect will buy. 


September 19. There is a need 
to protect a business firm against 
the shrinkage of assets. In selling 
keymen, remember that most or 
keywomen as 


ganizations have 


well. 


September 20. The price of men 
is going up. The economic loss of 
life is much higher than even five 


years ago. 
September 21. Use it or lose it. 
Continued on page 56 
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by acts and services 





package policies 


The publie’s expectation of convenience and efficiency in 
every phase of home and business life now is influencing 
the insurance business. To meet this situation, progressive 
companies are offering various “package” style policies 
which embrace protection against both Fire and Casualty 
perils which threaten the homeowners’ security. 


This trend is leading insurers to look to one agent of 
one company or group of companies, to handle all of their 
insurance needs, It is of utmost importance therefore for 
agents to represent Fire and Casualty companies that are 
prepared to issue the new “package” policies the public 
is demanding. The companies of the Commercial Union 
Ocean Group are writing these policies now. 


The “One Policy with One Premium” way to buy re- 
lated insurance protection is more ec onomical than numer- 
ous separate policies and your clients will find that 
arranging loss settlements is simpler and more satisfactory 
when their interests are handled by One Agent of One 


Group of Companies, 


Keeping abreast of the public’s changing insurance 
buying habits and providing the latest style policies it 
wants, is another example of the Commercial Union 
Ocean Group's policy of “Endorsing the Local Agent by 
Acts and Services.” 


Commercial Union The British General The Commercial Union 
Assurance Co Lid Insurance Co. itd Fire Insurance Co 


The Ocean Accident & The California Insurance The Palatine Insurance 
Guarantee Corp. Ltd Company Company Ltd 


American Central Columbia Casualty Union Assurance Society 
Insurance Company Company Limited 


a aad 
i 
iS COMMERCIAL UNION — OCEAN GROUP 


HEAD OFFICE «+ ONE PARK AVENUE + NEW YORK 
ATLANTA CHICAGO SAN FRANCISCO 


et sae 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


For your convenience... 


The reply card on page 48 of this 
issue can be used to obtain addi- 
tional information about the items 
which are followed by card numbers 
in both the Products and Services 


and the Contracts and Policies de- 





partments. 


55 FIFTH AVE.. NEW YORK 














Sales Briefs 


Continued from page 55 


That is the law of tact, time, talent 
and teamwork. 


September 22. Nothing disturbs 
a salesman quite so much as lack 
of knowledge about his prospect 
and his product. Yet, light can be 
shed on both of these unknowns. 


September 23. “Destiny is not 
about thee, but within thee. Thy- 
self must make thyself.” Dig 
deeply for your own _ hidden 
treasures. 


September 24. A CPCU degree 
is only the start. What you do 
after you have it is more impor- 
tant than what you did to get it. 
It is a stepping stone to greater 
goals—firing up mental boilers, 
self-improvement, greater service 
to fellow-man. “Knowledge in ac- 
tion is power.” 


September 25. Our mistakes and 
failures are the signposts of suc- 
cess. Actually, it is more difficult 
to fail than to succeed. You see, 
we don’t want to fail. 


September 26. “The degree of 
one’s success is measured in the 
degree of one’s hard work.’’—John 
M. Golden, New Haven. 


September 27. Voltaire said, 
“The more ancient the abuse the 
more sacred it becomes.” Hal Par- 
sons of Los Angeles says, “If it’s 


” 


complicated nobody buys it. 


September 28. The service of 
insurance agents reminds me of a 
philosopher who said, “The mem- 
ory of a man is measured by the 
power of his work.” 


September 29. America is the 
land of great expectations. Your 
job, and mine, is to make certain 
that the great promise of this 
golden future will not be broken. 


September 30. “Blessed is the 
man who is too busy to worry in 
the daytime and too tired to lie 
awake at night.”—L. F. Arvidson, 
The Travelers, Hartford. 
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Everything Is Special 


Continued from page 35 


cial contract that is designed to 
meet the needs of special kinds of 
policyholders. These types of “spe- 
cials” may or may not be packaged 
with the same glamour as the 
first category, though very often 
they are. Their appeal is to a spe- 
cial segment of the insurance buy- 
ing public. 

For example, there is the now 
almost obsolescent contract de- 
signed to attract and meet the 
needs of the young man of rising 
income, who relatively 
heavy protection today, and who 
wishes to stabilize his future in- 


needs 


surance program. This is a fairly 
simple type of special, involving 
nothing more than automatically 
converted term 
though it may be decorated by 


insurance, al- 


having two successive increases 
in the rate before the contract is 
converted into full life or limited 
pay insurance. 

Then there are the varieties of 
contracts that involve the mixing 
of endowment and protection prin- 
cipals. Since these are usually 
sold to the more sophisticated ele- 
ments of the insurance buying peo- 
ple, it has always seemed to me 
that somewhat greater latitude 
should be permitted them if the 
permit its 
agents to wax too enthusiastic. 

That gets us to the most contro- 
versial of this type of contract 
the variable. 


company does not 


Stabilizing The Contract? 


The advocates of variable con 
tracts emphasize the possibilities 
of continuing inflation. They make 
what is very close to a prima facie 
case for that type policy being 
actually extremely 
They assert that it stabilizes the 


conservative. 


true value of the insurance con- 
tract. 

It is a good argument. It may 
even be a sound argument, al- 
though I suspect that the experi- 
ments in that field will tend to 
show that the purchasers of vari- 
able contracts actually are more 
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interested in making, through 
their insurance company, reason- 
ably prudent equity investments 
tied to a life contract, rather than 
to hedge against future inflation- 
ary trends. 

Most of the opponents of vari- 
able contracts, on the other hand, 
assert that 
should not embody 
principles. That seems to me quite 
insubstantial as an argument. In- 


insurance contracts 
investment 


surance policies have always had 
investment overtones, just as they 
have had thrift. 
There is no reason why, if an in- 


overtones of 


surance company is to be a reposi- 
tory of savings that accumulate as 
an endowment, they should not 
take the additional step of invest 
ing a portion of them in equities 


State Regulation 


The important thing, it seems 
to me, is that variable contracts 
should be adequately regulated 
at the state level and that special 
care should be taken to see that 
they are sold for precisely what 
they are. 

Personally, I think that all vari 
ables should be a part of a basi 
contract that includes fixed dol 
lar values, and that the death of 
the policyholder should conclude 
payments i ito the variable fund 
but that it should not be liquidated 
until the end of the period fixed 
in the contract. There are other 
views held by many who have 
examined the problem more close 
ly than I. But I think that the 
man who undertakes to sell vari 
ables other than as a protective 
savings-investment of fairly long 
range is going to be disappointed 
in the results; his policyholders 
will not be actually hurt, but they 
will be disappointed in the result 
otherwise. 

On the 
there is merit in the middle-of 


subject of variabk 
the-road position. They are com 
ing. Either life insurance compa 
nies will sell them, or mutual 
funds organizations will invade 
the insurance field. A conside 
able segment of the American in 
surance buying public wants vari 
able contracts. 

On the other hand, those who 
think that they will work a miracle 


in the insurance industry will be 
disappointed. A good many will 
be sold, and they will help to sell 
other insurance, but they will not 
be the big thing that some people 
think. A period of relative stab- 
ility, a period in which there is 
less concern with inflation, will 
cut into their sales. Moreover, not 
every front door opens on a pros- 
pect for a variable contract, while 
every door opens on a prospect for 
some other form of insurance. 

The controversy over variables 
has been a valuable one to the in- 
surance industry. It has pointed 
up one vital thing. The insurance 
industry must be free to experi- 
ment within several limitations. It 
must be free to offer to the public 
the kind of contracts that the peo- 
ple want to buy. 

There is a great repository of 
sound common sense in the Amer- 
ican people. About many of the 
facts of economics, they have bet- 
ter judgment than many self 
styled 
They know what fits in with their 
their investment 


specialists and experts. 
family budgets, 


programs and their savings 
needs; they know the measure of 
responsibility that they have as 


umed to their families 


Many Changes 


They know what they want. The 
experts not infrequently first en 
deavor to tell the people that they 
do not know what they wish and 
need, and then come back to de- 
fend their shift to the public’s 
point of view upon the growths of 
after-discovered evidence in the 
field of economics or social prog- 
ress. 

The kind of insurance that was 
ervicable in 1912 is not good for 
America today. Fortunately, the 
industry is not trying to sell that 
kind of insurance. Since 1912, we 
have seen vast changes that in 
clude the 


“specials” as 


introduction of such 
group 


term credit insurance, and innum- 


insurance, 


the gol 
We are 


more developments 


erable variables upon 
called “standard” themes 
going to see 
and more specials to meet special 
And we are going to find 


that everything is special as it 


needs. 
develops. 
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By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Spending Money and its Effect on Securities 


yen have probably heard of 
Consumer Spendable Income 
as it has had considerable pub- 
licity in the past few years. It is 
what you have left over after set- 
ting aside what might be termed 
fixed charges, that is commitments 
you can’t ignore successfully. Af- 
ter that, what you have left is 
freely spendable. 

Some years ago the term Con- 
sumer Income was used, which 
represented the money you were 
supposed to have before you spent 
any of it. With incomes on the up- 
grade and borrowing going up 
even faster the balance left over, 
after covering installment pay- 
taxes, rent and 
monthly charges, seemed a better 


ments, similar 


guide than total income. Hence 
Consumer Spendable Income was 
compiled. 

Argus Research has made an in- 
telligent contribution to the anal- 
vsis of Consumer Spendable In- 
come, where it goes through vari- 
ous fixed charges, and the amount 
remaining for other purposes. 
Argus points out that the Balance 
of Income after fixed charges is 
small in relation to the amounts 
being spent today. The additional 
funds come from _ borrowings 
either mortgages or personal debt. 

The Cleveland Trust Company 
in its July Bulletin approaches the 
subject from the savings angle 
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This study also shows the impor- 
tance that the increase in debt 
plays in the ability to spend. Sav- 
ings, including liquid savings, in- 
surance and pension reserves, 
have been increasing and the total 
last year was ahead of 1953 and 
1954 by 25 per cent. But, borrow- 
ing jumped even more—nearly 70 
per cent-——with the result that net 
savings have declined steadily for 
the past three years. This ten- 
dency to save and then borrow 
against savings is a trend of the 
times, borrowing now being en- 
gaged in by half the population. 
This narrowing of the amount 
of net saving means less of a 
cushion against future adversity, 
as well as less room with which to 
extend borrowings in the present. 
There may be no immediate effect 
with jobs plentiful and demand 
strong, but the danger is there. 
All such figures as Consumer 
Income, Spendable Income or Sav- 
ings, regardless of how compiled, 
are a record of the past action of 
the public. As such they reflect, 
within reasonable limits, what has 
been the trend in spending. But 
when we come to spending, past 
action is no criterion of the fu- 
ture. As everyone knows, public 
spending may suddenly decline, or 
just as suddenly be stimulated for 
no immediately apparent reason. 
Tt can also shift from buying auto- 


mobiles and houses to a concentra- 
tion on so-called soft goods— 
as done so far this year. 

For all practical purposes, it 
therefore seems useless to try to 
project into the future what the 
buying public may do and to draw 
from the figures some clue as to a 
change in the economic cycle. The 
value of a compilation of Con- 
sumer Spendable Income lies in 
where the spendable incomes goes 
and how much is saved. This is 
helpful but not prophetic. 

The weathervane type of action 
by the public may be one reason 
why investors are prone to place a 
lower investment value on the se- 
curities of companies engaged pri- 
marily in sales to consumers, 
than on securities representing a 
broader industrial base. The se- 
curities of such companies, for ex- 
ample, as Allied Stores, J. C. Pen- 
ney, G. C. Murphy, Sears Roebuck, 
although leaders in the consumer 
field, do not command as high a 
price in relation to future earn- 
ings as do the securities of Mon- 
santo Chemical, General Electric, 
Du Pont, National Lead or Inter- 
national Business Machines. 


Public Whim 


There are naturally other fac- 
tors that influence investors when 
considering the consumer goods 
industry. For instance, there is 
little growth to look forward to 
besides what comes from the nor- 
mal increase in population, and 
there are no new products capable 
of adding sizeably to earnings. 
Also the public whim makes for 
excessive competition, and even 
the most efficiently run company 
must be prepared for sudden ad- 
justments in demand for goods. 

At a time like the present, how- 
ever, with high employment, high 
income bolstered by a confidence 
in job security, which in turn 
brings on a willingness to spend, 
there is every reason to expect ex- 
panding earnings for companies 
producing consumer goods. This 
does not, however, preclude a shift 
in the type of demand and that is 
just what has happened this year. 
Within the consumer industries 
some companies have prospered 
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while others have had lean times. 

Mr. Curtice of General Motors 
bewails the drastic decline in auto 
sales and grasping for some ex- 
cuse for his over-optimistic New 
Year predictions, blames the re- 
strictive credit policy of the Fed- 
eral Reserve. Obviously this is not 
the cause, as there has been no 
diminution in overall spending. 
Mr. Curtice and other automobile 
leaders just over-sold in 1955 and 
should admit it. Even so, whether 
a company over-sells or the public 
over-buys in some line, the result 
is the same—a sudden change in 
demand in that industry. 

The same has been true in so- 
called hard goods—refrigerators, 
washing machines, stoves and the 
like. There was no apparent over- 
selling in these lines, but the pub- 
lic decided to spend its money else- 
where and the reacticn on the con- 
sumer divisions of General Elec- 
tric, Westinghouse and Borg War- 
ner has not been pleasant. These 
firms are not too importantly af- 
fected as only a portion of overall 
earnings come from the household 
goods field, but even so a decline 
in sales is a drag on net income. 

Television is another consumer 
field where public interest has 
lagged, due partially to the advent 
of color, but also to the wearing 
off of the novelty of television. 

Within a prosperous period 
these important segments have all 
been affected by the failure of the 
public to place its dollars in the 
goods they produced. The dollars 
were just as numerous and were, 
and still are, being actively spent, 
as the soft goods suppliers can at- 
test. Department store sales have 
risen steadily and the reports on 
Allied Stores, G. C. Murphy, Sears 
and Penney all show gratifving 
increases year. Still. 
none of these stocks are selling at 
high ratios to earnings, even with 
the prospect of good earnings and 
increased dividends. 

The fact that a mere pause in 
the fancy of consumers can create 
such a pronounced effect on dif- 
ferent segments of the economy, 
raises the question as to the re- 
percussions that could follow any 
real curtailment of consumer 
spending. 

Unfortunately, the 


over last 


index of 
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Consumer Spendable Income can 
be of little help to investors in an- 
ticipating such a change. It indi- 
cates what has happened, but we 
need a glance into the future and 
it is unlikely that any statistical 
method will be developed, in a free 
economy, that will anticipate the 
emotions of the general public. 
Emotions are hard to pin down, 
and if we try to be dogmatic we 
may be led hopelessly astray. 
When investing in 
concerned principally 


industries 


with con- 


sumer goods, it is well to evaluate 
the future on a modest 
Should the market, in its exuber- 
ance, discard such a modest ap- 
praisal then it would be well, in 
the midst of such enthusiasm, to 
retire, with thanks, from such 
securities. We cannot afford to 
discount too far in advance as 
variable a factor as public fancy, 
particularly when the spending 
money and the borrowed money 
drawing 


scale. 


are steadily closer to- 


gether. 


Kree! 


A unique hooklet to help you sell 


Business Life Insurance 


Last May we offered you 


a free booklet to help you 


sell partnership insurance. Now we've got another fine 


booklet that will help you sell business insurance to 


close corporations. This one’s called, “Your Corporate 
Associate Can Be Your Downfall.” 


Written and illustrated in the same delightful style as 


the partnership booklet, it shows you! clients the risks 


they run when they fail to protect their business against 


the death of an associate. 


If you want to pave the way for Business Insurance sales, 


send for your copy of this helpful sales aid today. 


THI 
NEWARK 1, NEW JERSEY 


I would like a copy of your booklet, “ 
Associate Can Be Your Downfall.” 


ADDRESS 


CITY & STATI 


PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Your Corporate 
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new england... 


The “Human” Side of Insurance 

NSURANCE is a peculiarly “hu 
] man” business. Perhaps that’s 
why there is always so much talk 
about public relations. 

Because today’s insurance PR 
problems have been in the making 
for decades, herewith a few notes 
from 
Place: 


in Los Angeles. Time: 1933. 


your correspondent’s pad 


a college journalism class 


© It is easier for people to under 
stand things they see than words 
they hear. The nerves of the eye 
are 22 times stronger than those of 
the ear. 

© The purpose of publicity is to 
create a favorable public opinion 
toward an individual, a business 
an institution, a community en 
deavor 

® Because the final responsibilit: 
in this democracy of ours belongs 
to the people, a great deal of infor 
mation is needed to acqaint them 
with important activities 

® News and publicity are similar 
in that both disseminate informa 
tion which should be timely, truth 
ful and interesting. The difference 
depends on the writer’s viewpoint 
® Publicity is material which has 
been removed from the class of 
advertising, as such, and is pre- 
sented for publication strictly on 
its news value. 
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® Publicity writers can provide 
much useful information of public 
interest that would otherwise be 
lost because of its obscurity. 

® Straight “blurbs” or “puffs” are 
condemned by newsmen. Also, the 
news judgment of the person sub 
mitting the puff is open for ques 
tion. 

© The publicity man performs a 
worthwhile service by making sure 
that his client’s relations with the 
When he 
makes recommendations affecting 


public are favorable. 
policy, he is known as a_ public 
relations specialist. 

® Business publicity attempts to 
make friends with the people who 
ultimately support the business. 
© Publicity 


by expanding the circle of confi- 


humanizes business 
dence to include a larger public. 
The man in the street must be 
made aware of the personalities 
behind the storefront. 

® Every business firm has “per- 
sonality.” The difficulty is to regis 
ter it favorably in the public mind 
© Unless a firm is in such condi- 
tion that it satisfies those who are 
closest to it, it cannot hope to sat- 
isfy those who are further away. 
® When you lose sight of people, 
you’re through. 

® Good public relations has al- 
ways meant proper community re- 


lations since, after all, the general 
public that is most interested in 
any particular firm is that part of 
it which knows its employees, their 
relatives, friends and customers. 
® Morale is largely dependent on 
making every person realize the 
importance of his contribution to 
the over-all effort. 

® It is advantageous to be known 
as an authority in your field 
among newspapermen because 
they will come to you first for your 
opinion. When used discreetly, this 
can become a source of favorable 
publicity. 

® News is timely, interesting and 
significant information about life. 
© News is a departure from the 
established order. 

e Of Kipling’s ‘‘men’’—Who, 
What, When, Where, Why and 
How—Why and How are usually 
least important. 

® Give 


they’re still alive to smell ’em. 


flowers to people while 
® An organization may be big in 
its needs for persons of varied 
talents, but it should remain small 
like a family—in quickly rec- 
ognizing the achievements of its 
members. 
© In recent years, the masses have 
turned to mass buying. To survive 
in this highly disturbed market, 
many kinds of businesses will be 
compelled to change their tradi- 
tional methods of operations. Bit 
ter lessons being learned now will 
create new principles of merchan- 
dising which will help better serve 
food, clothing, 
shelter—of your generations.* 
“Well,” you might ask, 
the insurance companies 


the primary needs 


“aren't 
finally 
catching up with the mass public 
needs with six-months continuous 
policies, direct billing, cash and 
carry?” 

Sure, sure, it was inevitable. Is 
it also inevitable that the insur- 
always the last to 
feel economic depression — must 
also be the last to enjoy economic 
prosperity? There’s a real good 
one, chums, think it over. 


ance business 


* Footnote—Rather a cogent ob- 
servation, don’t you think, for a 
college journalism professor (now 
editing the Honor Roll Up Yon- 
der) to make in 1933? 
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Bond Exposure Index 


Continued from page 29 Li F E W | TH 
PROVIDENT 





quency of large-scale embezzle- 
ments. The amount of the fidelity 


= ee 9 
bond should be sufficient to protect PENSION PLUS FEATURES 
the firm against disastrous losses 
m gain lisa rou losse . Here are justa tew of the many reasons why Provident 
and all employees should be bonded producers can take full advantage of the sales oppor- 
because employee dishonesty is not tunities offered by the growing pension field 
limited to those who hold trusted 


ve . @ Full flexibility in employer payments 
positions or have direct contact 


: a . @ Guaranteed issue life insurance with high first 
with the firm’s funds. Every em- | year cash values 
ployee presents a possible hazard. Auxiliary fund deposits accepted on 2°4‘« guar 


After all, when there is a dis- anteed interest basis. 
Purchase of retirement annuities at net rates, 


honesty loss, where is the money 
without conversion or policy charge. 


coming from to pay for it, if there 
is no fidelity bond or if the bond is 
insufficient? It has to come from 
some source—from profits, reserves, 


Complete facilities for handling all types of 
pension plans. 


Ail incorporated in a pension plan tailor made to 
: . employer's parti ular needs by Provident's staff of 
capital or credit. In a very real | 

: ; . pension specialists, 
sense, therefore, the firm that se- : 
cures honesty insurance in a suf- 


ficient amount is insuring that it PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


will not find its financial condition easel Chattanooga - Since 1887 


or its very existence seriously r LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 








jeopardized through the loss of its 
money or other property to dis- 
honest employees. 


That is why the impersonal, fac 





tual schedule of suggested mini- 
mum amounts of essential honesty Frank E. Gerry 


insurance has been carefully set up. | MILES M. DAWSON & SON, INC. 


It is truly a yardstick that can be C Iti 4 
applied to any firm, regardless of soneuing Actuartes 
1014 Hope Street 


size or experience or longevity. A 
Springdale, Conn. 





firm established a century ago, 





after all, still has today’s hazards 








with which to cope. A fire may 
break out tomorrow. A_ burglary 
may be successfully carried out to- 
night. A series of embezzlements, 
on the other hand, may be artfully 
concealed over a long period with- 
out the knowledge of management, 
and the cumulative effects may well 
be disastrous. 


That is why the suggested mini- Life T 


mum amounts of honesty insurance 

are so vastly important. Not mere- +, a 

| | formula, | — 

y aS a matnematica ormula, Dut . , mre oF , 

, Lire oF GEORGIA men are enthusiastic about LUTC. rhey re 

as a practical, money-saving means pei 

f tj \ 1] f ; enrolling in record numbers. Last term 274 completed either 

8) yrotection that wi Saleyuar( - . . 
P ) ) i gu Part | or Part Il of the course. We now have 170 Graduates in 
> , ’s agsets p ing *j a8 0 

the firm's asse from financial lo our agency force, and 836 who have finished one or both parts 


through embezzlement and enable 


it to continue as a solvent and suc- LAVA Lurance Compu , 
is. a AMFl C72 — 
ee ee 4? 1 CVE DA APA. 


From “How Much Honesty Insurance?,” pte Wnts 
copyright by The Surety Association of 


saggy Ayaan gee ye Ri ef cae MORE THAN A BILLION AND A QUARTER DOLLARS LIFE INSURANCE IN FORGE 


circle 54 on reply card on page 48. — ania —— 
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Company News 


Continued from page 26 


Fireman's Fund and Founders In- 

surance have terminated neyo 
tiations on the offer by Fire 
Fund to 


stock for issued and outstand 


man’s exchange its 
ing shares of Founders. 

Carolina Home Life has been li- 
censed to write business in 
Alabama. 

Continental Union, Alabama, has 
been sold through its control 
ling interest by ICT Corp. to 
Jack Cage and Company, Ala 
bama. Ben Jack Cage, owner of 

Jack Cage and Company, is pres 

ident of Continental Union and 


former president of Variable 
Annuity Life, is president of 
the firm. 

Exchange Mutual Insurance Com- 
pany is the new name of Ex- 
change Mutual Indemnity as 
approved by the New York In- 
surance Department. 

John Hancock Mutual Life wil! 
enter the Personal Health field 
early in 1957, under 
W. Carey, director of Personal 
Health Insurance. 

Johnson and Higgins, interna- 

insurance organization, 
has formed Johnson and Hig 
gins de Venezuela, C. A., with 
offices at Hotel Avila, Caracas. 

Life and Casualty of Tennessee 
directors have declared a 50 per 
cent stock dividend which will 
increase the firm’s capital struc- 


tobert 


tional 


into four shares of par value 
$1.25. 

Pennsylvania Fire has increased 
capital stock from $1 million 
consisting of 10,000 par value 
$100 shares to $2 million con- 
sisting of 20,000 par value $100 

effected 
through transfer of $1 million 
from surplus to capital and dec- 
laration of a 100 per cent stock 
dividend. 

Protective Life stockholders will 
meet next month to consider in- 


shares. Increase was 


creasing company’s capita! 
stock from $2 million of 200,000 
shares par value $10 each to $3 
million of 300,000 shares par 
value $10 each. 

Providence Washington has 
agreed to joint management in 
Canada with Cornhill Insurance, 


board chairman of its subsidi ture by $5 million to $15,000,000. Monument Insurance, Provin- 
Ohio Casualty, Hamilton, Ohio. 
stockholders approved an 
amendment to the Articles of 
Incorporation providing that 
each share of outstanding stock 


5 would be converted 


cial Insurance, Union Fire, Ac- 
cident and General Insurance, 
and Unity Fire and General In- 


ary, Continental Union Life 
Equity Annuity Life has been or 
ganized in Washington, D. C., to 
write variable life 
Capital and 
$500,000 


surance. Arrangement will be 
effective immediately 
Gordon C. Hunter. 


annuities 
total 
Johnson 


surplus under 


George FE par value $ 


7 P . Y 
Yoon, 0S Cwice Mt Ge b OMmpitly 


American Equitable Assurance Company 
of New York 
Organized 1918 
Globe & Republic Insurance Company 
of America 
Established 18462 
Merchants and Manufacturers Insurance 


Company of New York 
Organized 1849 


AUTOMOBILE © ¢ © FIRE & EXTENDED COVERAGE 
HOMEOWNERS ALL FORMS CASUALTY 


SURETY & FIDELITY BONDS AVIATION 


NATION-WIDE CLAIM SERVICE 


AMERICAN FIRE AND CASUALTY COMPANY 


HOME OFFICE ® ORLANDO, FLORIDA 


New York Fire Insurance Company 


eee Incorporated 1832 


Corroon “ Reynolds, lac. 


MANAGER 
92 William Street, New York 38, N. Y. 
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These Names Make News 


Continued from page 8 


Gerald R. Thrasher has_ been 
named vice president of the 
casualty division of Pioneer 
Mutual Casualty, Columbus, 
Ohio. He was previously claims 
superintendent and casualty 
and surety manager for Home 
Indemnity. 

Clarence J. Skelton, senior vice 
president in charge of reinsur- 
ance division, has been named 
senior vice president and co- 
ordinator of production plan- 
ning of Republic National Life. 
Roy M. Wehrle, vice president 
and director of reinsurance 
field services, moves up to vice 
president in charge of reinsur- 
ance division. 


John H. Lumley, vice 
president in charge 
of the commercial 
division of Benefit 
Association of Rail- 
way Employees, has 
been elected a di- 
rector of the com- 
pany. 


Harry G. Woodbury, treasurer, 
has been elected vice president 
of Wabash Life Insurance, In- 
dianapolis, Ind. 

Hale W. Lentz, former Kansas 
City branch manager of Bankers 
Life, lowa, has been named vice 
president and director of agen- 
cies of Postal Life and Casualty, 
Kansas City, Mo. 

Robert W. Hahn has been ap- 
pointed assistant U. §. marine 
manager of North British and 
Mercantile Insurance and Ocean 
Marine Insurance, and also 
assistant marine manager of 
Pennsylvania, Mercantile, Com- 
monwealth and Homeland. 

Anthony G. Muldoon has been ap- 
pointed vice president in charge 
of marine operations world- 
wide for American Foreign In- 
surance Association. He _ ad- 
vances from secretary of the 
Association. 

Harold P. Winter, CLU, has been 
promoted from second vice pres- 
ident to vice president of Union 
Central Life. 
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ULLICO LEADS THE WAY 


If you are a capable and conscientious producer 
we have a message for you! 


General Agency opportunities with The Union 
Labor Life Insurance Company are now available in 
many of our key industrial cities. 


The many successful insurance salesmen now 
holding a ULLICO General Agency contract are espe- 
cially aided by our Company’s knowledge of the trade 
union movement and our particular opportunities in 
the trade union insurance market. 


Definite ULLICO leads are the means through 
which an ambitious, alert agent with a record of sound 
production and service can develop a career both satis- 
fying and profitable. 


We invite your inquiry. 
AGENCY MANAGER 
The 
UNION LABOR 


Life Insurance ( ompany 
200 East 7Oth Street New York 21. N. Y. 


EDMUND P. TOBIN, President 











Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New York 6, N. Y. 
HAnover 2-5840 











HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


ARTHUR M. HAIGHT, Presiden: 
INDIANAPOLIS 
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OUR AIMS ARE 
SIMPLE 


We just aspire to be known as a 
Company which is: 

A good “citizen” and a good neigh- 
bor in each community where we 
operate. 

A good place to work with security 


and opportunity. 


A good place to buy Life Insurance. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


TENNESSEE 


NATIONAL 
LIFE AND 
ACCIDENT 
nh INGURANCE 
mm COMPANY 
SHIELDS 


HOME OFFICE _NAGHVILLE, 





For your convenience 

The reply card on page 48 of this issue can be used to 
obtain additional information about the items which are 
followed by numbers in both the Products and Services and 
the Contracts and Policies departments. 
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eo AMERICAN 


¢ RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N.Y 


Advertisers Index 


A 
Aetna Insurance Group 
Charlies W. Hoyt 
Aetna Life Companies 
William B. Remington 
American Casualty Company 
American Fire and Casualty 
American Home Assurance 
American Insurance Company 
Kenyon-Baker 
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Doremus & Company 
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American 
Agency System 


‘Old and Tried’ Organized 1649 


INSURANCE COMPANY 
Glens Falls, N.Y. 


Newspaper Mats at below cost... 


In the interests of the American Agency 
System, mats of the newspaper adver- 
tisement shown are offered in two- and 
three-column sizes at below cost — 
$1.50 for either size. The mats are 
arranged to accommodate the signa- 
ture of an agent, local insurance board 
or association, and portray the place 


of the local agent in his community. 





FRREINSURANCE, TOO, 
is a necessity, contributing to 
the strength and essential service 


of the insurance industry. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsuranc 


ALL FIRE, CASUALTY, ACCIDENT AND HEALTH, BONDING AND MARINE LINES 


Home Office: 9O JOHN ST., NEW YORK 38, N. Y. | Midwestern Dept.: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO 











